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Mr. HAPPY MAN 
SA YS— 


“In finish, Atkins Silver Steel Saws attract 
instantly by their high clear polish—the 
polish that lets the steel quality shine right aN | 
through. fe i eS 
‘And Atkins Saws are sold so fairly and Ces mo WW 
so efficiently that the dealer who sells them 
is as much pleased as the user himself.” 


Ask for those well known treatises 


by Atkins on Saw Sales—‘How to 
Sell a Saw” and “Pointers.” 


F;C.ATKINS & CO. 


ESTABLISHED 1857 THE SILVER STEEL SAW PEOPLE 


Home Office and Factory, INDIANAPOLIS,INDIANA 
Canadian Factory, Hamilton Ontario 
Machine Knife Factory, Lancaster N.Y. 


Branches Carrying Complete Stocks In The Following Cities: 





Atianta San Francisco 
Memphis td on ca Senttle 

Chicago Portt 4.0 ty dng 

M inneapolis TCANnd, Ure. Vancouver, B.C. 


ATKINS 


SILVER 


HvER SAWS| 


Editorial Index, Page 19 
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Advertising Index, Page 82 
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“THE FIRST DISSTON I SOLD 


IS WORKING YET” 


H. P. McGhee 
McGhee & Wills Hdwe. Co. 
tells interesting experience 


“Forty-two 
years ago I en- 
tered the hard- 
ware business. 
My first sale was 
a Disston Saw. 
That customer 
still has the saw 
and it is in good 
working order. 

“In the whole 
forty-two years 
of my hardware 
experience I 
have not had one 





H. P. McGHEE, 


: McGhee & Wills 
Disston Saw re- im Ce. 


turned.” Wellston, Ohio 


“When I opened business in 1892, 

I stocked a full line of Disston 
Saws, also half a dozen cheaper 
saws. The half-dozen remained in 
stock for four years. So I had 
enough of that. I handled only 
Disston after that, and if I’ve ever 
missed a sale I can not recall it.” 

W. V. Hager, Hardware, 

Hartsville, Tenn. 





“It seems as the years roll by that 
my sales of Disston Saws become 
easier and easier. Sometimes when 
a young fellow comes in for a saw, 
he reminds me that his father 
bought a Disston from me twenty- 
five years ago. Then I am proud 
that I place in the hands of my 
customers, saws of such quality that 
the next generation is returning to 


buy.” 
O. C. Miner, 
Miner & Curtis, Greene, Iowa. 


WON DISSTON SAW ON 
ABE LINCOLN’S ELECTION 


Election bet on “Honest Abe”’ 
wins saw that is still in use 

Henry Disston & Sons, Inc., 

Philadelphia. 

Dear Sirs: 

My father won a Disston 8 point 
7-grade saw on the election of Abe 
Lincoln and thought more of it than 
any tool of his whole kit. I value 
it as the best and most precious saw 
of the nine Disston Saws I am 
using. It is kept in good order for 
special cut-off work, and I can bank 
on its doing its work better the 
older it becomes. 

I had the misfortune of breaking 
the handle and I made one of ma- 
hogany just like the old one. 

There isn’t any money in San 
Francisco to induce me to part with 
that saw. 

Disston Saws are the best saws 
made in the estimation of 

Yours truly, 
Minor L. Hitchcock, 
214 Valencia Street, 
San Francisco, Calif. 
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DISSTON 25-YEAR CLUB MEMBERS 
GET FRAMED CERTIFICATE 


Every member of the Disston 25- 
Year Club is being issued a Certifi- 
cate of Membership, handsomely 
framed, as shown above. 

The stars in the lower panel show 
at a glance how long the member 
has sold Disston Saws. Each gold 
star counts ten years of service, and 
each silver star five years. 

The certificate is printed in gold, 


green and black. Each member’s 
name is hand-lettered on his certifi- 


cate. 
Join the Club 


If your store has sold Disston 
Saws for twenty-five years, join this 
Disston Club. 

No dues or expenses of any kind. 


Just mail in your application. 





BE READY TO SUPPLY CALLS 
FOR DISSTON LIGHTWEIGHT SAWS 


The demand is growing for lighter 
weight saws,—for the narrow, taper- 
ing blade. 


Carpenters are buying them be- 
cause modern building methods have 
made such a saw desirable. 


Householders are buying them 
because they are lighter—easier to 
handle. : 


Disston makes a complete line of 
lightweight saws that enable you to 
get this desirable business. 


Check over the models listed and 
select those you need. And don’t 
wait for customers to ask to see 
them. 

Bring them out of your saw case 
when a carpenter comes in—or a 


householder. Give them a chance 
to examine the saws, to grip them. 


Send your jobber an order today. 
26-in. length 


retails at 
No. 7 Ship Pattern Saw $3.10 
D-8 = 7 ” 3.45 
No.16 “ i " 3.45 
D-20 ” - 3.85 
D-23 Saw 3.85 
No. 12 Ship Pattern Saw 4.50 
D-115 Saw 5.85 
D-15 " 5.85 





Disston No. 7 Lightweight Saw 


Published by HENRY DISSTON & SONS, INC., Makers of “‘The Saw Most Carpenters Use,” PHILADELPHIA, U. S. A. 
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SCREW 
COMPANY 








Wood Screws Machine Screws 
Stove Bolts Tire Bolts 





Largest Stock 
Greatest Assortment 











Providence, Rhode Island 


Western Depot 
225 West Randolph Street, Chicago, Illinois 
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Joint Pliers 





Pliers 
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Concentrate Your 
Purchases 


























Does not this presentation of our most 
popular lines suggest the desirability of con- 
centrating your purchases on PEXTO prod- 
ucts? Each line is complete. 


Knowledge and experience of over 100 
years of tool making is built into each and 
every PEXTO product. They are distinctive. 
Their possession spells satisfaction to the 
owners. 


Quality of material and workmanship is of para- 
mount importance to us and the PEXTO TRADE- 


MARK on the tools you buy is significant. Insist 
upon having PEXTO TOOLS; accept no substitute. 


The Peck, Stow & Wilcox Company 
Southington, Conn., U. S. A. 


Worth 
Whittle 


Tools 











Pipe 
Wrench 



























































P~ Hunters 
» ” Hatchet 
































No.3 





Screw 


Driver. Chisel 


Drawknife 
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Your Friend — 
DIETZ “MONARCH” 


IKE introducing an old 
friend to mention 
Dietz “Monarch” 


Lantern, for it has 
apne the way for millions 
of people during several 
generations. 


Preference for Dietz 
“Monarch” has traveled 
afar and the praise of its 
friends has long since out- 
voiced that of its maker. 
Anyone desiring lanterns 
of the bell top, hot blast 
type can make no better 
selection than Dietz 
“Monarch” Lanterns—now 
made with Terne Plate bot- 
toms that resist corrosion. 


- Think Lanterns 
— Say DIETZ 


R. E. DIETZ COMPANY 
New YORK 

Largest Makers of Lanterns in the World 

FOUNDED 1840 













LANTERNS 


a 
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illions 
of Farmers 


will read this and other 
Dietz advertisements in 
national farm publications 
reaching over 6,000,000 lantern 
















IETZ nation wide advertising 

campaign to help you sell more 
Dietz Lanterns will start in the Octo- 
ber issues of all the leading National 
Farm Monthlies and continue from 
Fall to early Spring. 







































Publications Subscribers 
FOOTE COC COT TOT OCTET CTT 815,701 
ee od cen ceeereeneescbee® 1,308,404 
ice cadic beeweeeahee ee kee 1,115,546 
Farm Journal ........ -jeteen kateb eeceoenen 1,317,074 
Te ae ee eek ey weeded eee 1,187,000 
a re Cs; 








cuca, onde ceeessbceseseve 6,832,539 






Stock Dietz Lanterns for increased 
business! Have vou one of our fine 
Window Displays If not, it’s yours 
for the asking. 









R. E. DIETZ COMPANY - - NEW YORK 


LARGEST MAKERS OF LANTERNS IN THE 
WORLD—FOUNDED 1840. OUTPUT DISTRIBUTED 
EXCLUSIVELY THROUGH THE JOBBING TRADE 






users throughout the United States 
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Power Mowers too, 
Are Timken-Equipped 
by F@N 















ee 


The F & N Lawn Mower Co. not only use 
Timkens extensively in their hand mowers 
but in their power mowers as well. 


The tapered design and POSITIVELY 
ALIGNED ROLLS of Timken-Bearings 
preserve alignment despite the thrust 
and shock of cutting. These Timken 


-features also help to reduce friction to 


the vanishing point under all conditions. 
Therefore it, takes less power and 
negligible lubrication to get clean, fast 
work out of Timken-equipped mowers, 
for many extra years. That is why so 
many great mower manufacturers entrust 
their reputations to Timken Bearings. 


THE TIMKEN ROLLER BEARING CO., CANTON, OHIO 


TIMKEN 


Tapered 
ROLLER BEARINGS 
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_ SMASHING HITS! 
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Qhe FASTEST-SELLING GAS RANGES 
FAVORITE has ever built / 


The new Favorite Gas Range, with Thermal Insulated 
oven, pictured above, heats to 500 degrees in nine minutes—main- 
tains any desired temperature with half the gas required by an ordi- 
nary tange—has the exclusive Favorite Expansion Oven—and is 
strikingly beautiful with rounded corners, flush front, concealed 
bolts and hinges. 


The oven may be expanded to double its capacity 
without increasing gas consumption; retains the heat within the 
oven where it belongs; cooks on imprisoned heat at least 50% of 
the time under automatic control; cuts gas bills in half; and prac- 
tically eliminates shrinkage of food. 


This new range with Thermal Insulated Oven is selling - 


so successfully that Favorite has been able to triple its production 
which makes possible NEW LOW PRICES! 


Increase your range business with the remarkable sell- 
ing features and demand for this new Favorite Range. 


The new 35 Series Favorite Gas Range, illustrated 
above, is at least a year ahead of the market. It makes other gas 
ranges appear old-fashioned. 


It is the lowest-priced gas range that Favorite has ever 
produced, considering size, performance and beauty. 


The baking oven is 20 inches deep and 13 inches high 
and is the fastest in America—500 degrees in nine minutes. It is 
completely finished inside with granite porcelain and equipped 
with gray iron oven bottom. 

Unusually beautiful appearance with smooth surfaces, 
rounded corners and concealed bolts and hinges. Large cooking 
top is 34 inches from the floor. 


Here Is UNQUESTIONABLY THE Best VALUE IN THE 
Gas RANGE Business Topay. Write us 
for full information. 


OW/!~for Immediate SALES 





[ Favorite Stove & Rance Co. 
Piqua, Ohio 





Mail at once full information and prices on: 
(] Favorite Thermal Insulated Gas Ranges 
The new 35 Series Favorite Gas Range 














Address. 
City 




















“. Stoves & Ran: 
Gas - Coal- Oil- Cofhbination 


Ranges 


Made in Piqua, Ohio. 
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Making 21 square feet of space produce *1800 
This Michigan dealer SELLS Vollrath Ware | 


~ He tells below how he does it ~ 


There are two ways to “handle” a product like 
Vollrath Ware. One way is to let the merchan- 
dise sell itself. The other way is to help it to sell. 

The Van Dervoort Hardware Company, in Lan- 
sing, Michigan, is one of the most successful 
hardware dealers in Michigan because they use 
the second method. 

They make 21 square feet of floor space in their 
store produce $1800.00 worth of business a year for 
them in Vollrath Ware alone. Mr.T. A. Van Der- 
voort, President of the company, explains how: 

‘Our average stock of Vollrath Ware will in- 
ventory about $300.00. 

‘The goods are marked up from 50% to 60% 
and we turn our stock about four times per year. 

(Figure it out : $300.00 marked up 50% is $450.00. 
Multiplied by four it becomes $1800.00—the gross 
annual volume done with a $300.00 investment. 
How does he sell it so fast? Read on.) 


How he displays it in the store 


‘We devote a display table 314 x 6 feet to this line. 
This table is on casters and has four shelves taper- 
ing from 314 feet wide at the bottom to 18 inches 
wide at the top, giving 48 lineal feet of display, 
which shows off quite a complete line in a limited 
amount of space.” 

But that is not all. Dealers who expect merchan- 
dise to sell itself often give it shelf room — 


‘During the past year we have given 
Vollrath Ware our display window 
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twice and have found that it lends itself very 
nicely to an attractive display.” 

Look at the picture of one of these windows and 
compare it with your own best effort. With these 
windows Mr. Van Dervoort reaches out to the 
man and woman on the street. But he doesn’t 
stop there— 


Going after customers in their homes 


“We run about 20 inches of advertising space at 
least once a month in our local paper.” 

Not content to wait for customers to come into 
his store, he goes into their homes with his adver- 
tising. He gets their attention for Vollrath Ware 
when and where they best realize their need for it. 
No wonder his customers buy out his stock four 
times a year! That’s merchandising! 

What are you doing to sell Vollrath Ware? 
Have you a good store display? Good windows? 
Do you use our circulars, newspaper cuts, display 
cards? First of all, have you a good representative 
stock? 

There is money in this well known line for you, 
too. You only need to go after itas Mr. Van Der- 
voort does to get it. 

And the Vollrath salesman will help you. Ask 
him for suggestions the next time he calls. Or write 
us for information about the Vollrath selling plan. 


THE VOLLRATH COMPANY 


Established 1874 


Sheboygan Wisconsin 
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Wherever 
Oil is Sold 


Wherever oil is sold, there is a distinct 
need for Brookins Service Station: | 
Equipment. | 


Hardware jobbers who 
recognize this fact and 
add Brookins Equipment 
to their line will find an 
existing market that makes 
their decision a highly 
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Whitco Equipped Sash 
Cannot Sag 


| Just notice how that part of the 
| Whitco hinge which attaches to 
| the sash extends across the joint be- 
tween the stile and the rail, rein- 
forcing the joint and binding the 
two parts of the frame rigidly in 
position. 





Gasoline Can 


profitable one. 


THE BROOKINS MFG. CO. 
342 Xenia Ave. Dayton, Ohio 


Carries extra gas to 
stalled cars—won’'t 
spill. No funne! 
needed even for 
hard-to-get-at gas 
tanks—flexible metal 
hose reaches them 
all. Made of heavy 
terneplate in two 
and five gallon sizes. 


Brookins 
| 
| 
| 


Then notice how Whitco supports 
— not suspends— the sash. 


These are two pretty good reasons 
why a Whitco equipped sash can- 
not sag. 


Ask your jobber, or write 


us for particulars 


MANUEACTURERS V\ HITNEY( SPECIALTIES 


Eastern Offices: Western Offices: 
636-645 Mass. Trust 365 Market Street 
Bidg., Boston Francisco 






Retin 















Brookins Oil Measure 


Made in copper finish in one, 
two, four and five quart sizes. 
Brookins Portable Drain Tank Has 8 exible metal bese 
that reaches any oil intake 
without a funnel. A handy 
thumb-valve controls the flow 
of oil. Standard at the best 
equipped service stations. 





The Brookins Portable Drain Tank is equipped 
with a folding handle and sled-like runners 
and can be easily shoved under any car or 
drawn from place to place. The screen cov- 
ered sloping top catches the oil from the 
crankcase without splashing a drop and con- 
ducts it into the tank underneath. Several 
cars can be drained before emptying. 





“‘Whitco makes it easy and safe to clean both sides of 
the casement from within the room” 
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Ten Planks in the Burgess 
Platform of the 1926-1927 


Plan of Co-operation 


1—96% of all the homes in the U. S. A. will 
be ‘teached — city, small town and country. 


2—30 Leading National anne 





Circulation . . . . « 13,182,9C8 
3—44 Leading Metropolitan Dailies. 
Why do so many out- Circulation . . - « 5,251,930 
standing tool-makers use 4—6 Leading Radio ~ Engineering Papers. 
Circulation . . . . . 1,029,408 
ze a ; - 
: & es Handles ex 5—3 Leading Boy Pvblionioes. 
clusively . Because per- Circulation . . ; - 692,615 
fect seasoning, uniform 6—4 Dominant National Farm Papers. 
Circulation . oe ee) 6« 64,073,136 


high quality and unques- 
tioned ability to deliver 
all orders are foregone 
conclusions with T. D. & 
W., assured by 5 factories 
and 70 years of conscien- 
tious manufacturing ex- 
perience. 


7—24,000,000 Total Circulation among 26,- 
000,000 homes. 

8—Burgess advertisements will be printed 274,- 
261,370 times— everyone will see them. 

9— Burgess dealer co-operation is consistent— 
and increases every year. 

10—Interesting, colorful window display mate- 
rial and electrotypes of local advertising will 
be gladly furnished without cost. 


Burcess BATTERY COMPANY 
GENERAL SALES OFFICE: CHICAGO 
Canadian Factories and Offices: 


COPYRIGHTED BRANDS 














Daniel Boone Perfection | Niagara Falls and Winnipeg 
American Beauty - Triumph 
Daisy Hercules Toa | 
Sunflower Success | ; im WF . 
Peerless Eagle RADIO 1 : Fs 
Beauty Royal Oak fd 
=a “| 
Turner, Day & Woolworth Handle Co. i HY a | 
Incorporated bart 
Louisville, Kentucky 








BURGESS BATTERIES 
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4 He MYERS 


—it’s the complete line of water systems that is getting 
the business everywhere. And there is a reason for this 
—a big outstanding reason that wins sales for those who 
take advantage of the opportunities it offers. 

















Here’s to the Myers—but here are the facts. Read them think- 
ingly. Myers Water Systems are dependable, economical,. long 
lasting, and nationally advertised. Not a product of overnight 
thought or of temporary duration but a product of master pump 
builders with over fifty years of experience and a factory in keep- 
ing with modern practices to assure the utmost in satisfaction 
for users. 


Your inquiry is solicited. We’ll give it prompt attention. We 
want you to get started with the Myers before cold weather sets 
in. Drop us a line today. 




















- 
" 4, 
Me. ; 


ee 








MYERS 
DIRECT WATER SYSTEM 
FOR SHALLOW WELLS 
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mFEJMYERS & BRO.é. 


ASHLAND, OFIIO. 
ASHLAND PUMP AND HAY TOOLWORKS 
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We give you what you pay for 
—in sash cord! 


The difference between “Net Weight” and 
“Gross Weight” may mean a difference of 
one or two cents a pound in the price you pay 
for sash cord. 

For instance: 132 lbs. of cord (6 doz. 100-ft. 
hanks of No. 7) require about 5 lbs. of wrap- 
ping material. If you pay fifty cents a pound 
for the cord by gross weight, you are paying 
$2.50 for five pounds of burlap, twine, and 
paper that you can’t use at any price. This 
becomes an added charge of almost two cents 
per pound over the price quoted for the cord 
itself. 

In these days two cents a pound is worth 
saving. 

We have always made it a rule to sell by 
NET WEIGHT only. We mark the net 
weight on each bundle. We give you just 


ete 


These pictures show a bale of Phoenix Sash Cord, 
and the tare itself, which actually 
You buy the cord—we give you 


without tare; 
weighs five pounds. 
the tare. 





88 BROAD STREET 


TRADE 


AS ne 


4 Ss 
a 


what you pay for in sash cord. The tare is 
put on after the cord is weighed—not before. 
Thus the net price quoted is the net price 
charged, and you can requote from your books 
with perfect safety. 

Furthermore, it’s good cord. Samson Spot 
Cord is our finest quality, made’from fine yarn 
spun in our own mills, guaranteed free from 
imperfections, and trade marked with the col- 
ored spots for your protection. 
Our Phoenix Cord is made of 
good cotton yarn, the same all 
through. It is smooth, firm, 
and uniform. 

Let us send you our catalog, 
together with samples. Buy 
at net weight and put this 2c 
a pound into your “Net Prof- 
its” column. 


BosToNn, MASs. 


MARK 
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See e ease sees ses esesesesesesetecels: 


Always Made From Open Hearth Steel 





The long service that poultry owners get from 
WICKWIRE BROTHERS Poultry Netting is due 
largely to the materials used in making it. 


In all of our Poultry Netting, as well as all of our 
wire products, we use Open Hearth Steel Exclu- 
sively. This steel is far more rust resisting than 
Bessemer. The good galvanizing adds to this pro- 
tection. 


WICK WIRE BROTHERS 
Hexagon Poultry Netting 


LookING INTo 
THE FUTURE 
The wire used in this netting is drawn right here in 
our own mills at Cortland. All processing through 
the Steel Plant, Rod Mill and Wire Mill is done 
under our personal supervision. For more than 50 
years WICKWIRE BROTHERS products have 
been known for their unvarying quality. 


All three styles of Poultry Netting, Hexagon, 
Graduated and “W. W.” are furnished either gal- 
vanized before or galvanized after weaving. 


Our Galvanized Poultry Staples are also a quality 
product. 


Your Jobber will supply you. 


ff] 


% in. % in. 1 in. 














Sessesereromoemecscerevermmecssese  .s8hst Sreencs: surmsgvevaseegesenccsensmacecssceqconccersepen. seveusesiesesssseses. 
“Gesstss: Wesses: Sees gessss Sess" “Ss isases .ce? eseisi ‘sess, ste  sssss sis: ‘sesth igseesi@!=**!"*2ser 
HEE se8ss: 6 $8325. sessseizss” seesee esse %s 
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INCORPORATED 1892 
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Place them both before 
your customer. Two coats 
—two cans—two profits! 











Barreled Sunlight Undercoat 


Not only doubles the 
Sale and Profit— 


but this special primer assures 
the famous Barreled Sunlight result 


Barreled Sunlight 
Gloss Finish 


N two ways it pays you to sell Barreled leaves a film that holds out the lustre of 
Sunlight Undercoat along with Bar- the finishing coat, allowing it to spread 

reled Sunlight Gloss for any interior paint- easily and evenly. 
ing job that requires more than one coat. as <8 

Not only is your immediate profit 
doubled, but your customer gets a result More than 6000 dealers are making nice 
that means repeat orders. profits on Barreled Sunlight. And this 
fastest-selling white paint specialty is 
cially made to assure the famous Barreled ™OVing still faster with the new Bar — 
Sunlight finish—smooth, lustrous, hand- Sunlight Tinting Colors, in handy tubes! 
some. With far more body than ordinary Mail the coupon for dealer proposition 
‘flats’? or primers, it covers better and and sample cans. 


Barreled Sunlight Undercoat is spe- 








U. S. GUTTA PERCHA PAINT co. 
7 Dudley Street, Providence, R. I. 


Please send me 
( ) Barreled Sunlight dealer proposition with the 
: Check new tinting feature added. 
ecK ( ) Sample can of Barreled Sunlight Gloss 


Reg. U.S. Pat. Off. - 
( ) Sample can of Barreled Sunlight Undercoat 


Sunlight AAR! Ei 
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Manufacturers of 
Tires and Accessories— 
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7 » a 
CWA ut Your Products in the 
HARDWARE STORES 


The surest and quickest way to secure distriby- 
tion of your products by the hardware dealer is 
to put your proposition up to him through his 
business paper. Every hardware dealer worthy 
of the name reads Hardware Age to keep posted 
on what manufacturers are offering. 












Your advertising in Hardware Age will be read 
by the type of merchants you wish to interest. It 
will create confidence in you and in your product 
—a confidence that means business. 
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ACCO" 
LOG CHAINS 


“The Chains of a Hundred and One Uses” 











Acco Log, or Binding Chains, 
sell twelve months of the year 
because of the wide variety of 
uses and the varied list of 
users. Every lumber yard, con- 


tractor, trucking company, 


quarry, mine, farm and a host 
of others can use some of these 
chains. Suggest ’em and you’ll 
sell ’em. A small assortment 


of sizes will fill every need. 
“ 


The smooth welded Steel 
Chain with the strong drop 
forged hooks and malleable 





Every hook has the | 
' name of the maker + 
forged into the steel 


AMERICAN CHAIN COMPANY, Inc. 
BRIDGEPORT, CONNECTICUT 
In Canada: 
Dominion Chain Company, Limited, Niagara Falls, Ont. 


District Sales Offices: - 
Boston, Chicago, New York, Philadelphia, Pittsburgh, San Francisco 


World’s Largest Manufacturers of Welded and Weldless Chains for all Purposes and Makers of 
the Famous WEED TIRE CHAINS 


Sell 12 months of the year 


swivel make them a compact 
and flexible unit which can be 
adapted to a wide variety of 
uses. ~e 


Standard sizes 14-in. to %-in. 
inclusive, lengths 10 to 16 feet. 
~ 


Acco Hooks, Swivels and other 
attachments are sold separ- 
ately so that your customers 
can make up speciai chains 
from any of the complete 
line of our Welded and 4 
Wieldless coil chains. 


escent sen Op 
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Another Dealer Strong for Plymouth 


The hardware store of the E. Pidgeon Company of Northport, 
Long Island, N. Y. (shown above), is strong for Plymouth Rope. 


Mr. Edward Pidgeon, the manager, recently stated that they have 
sold Plymouth Manila Rope for more than Ten Years and have 
always found it satisfactory to their customers. This store is 
very neat and attractive and carries a large, well arranged stock. 






Mr. Edward Pidgeon Heretofore most of their rope trade has been of a general char- 
Manager of E. Pidgeon Co. acter, but lately a steadily growing trade is developing among the 
boatmen and fishermen in that locality. 


Mr. Pidgeon said that boatmen know the smoothness, pliability 
and good wearing quality of Plymouth Rope and invariably ask 
for it by name. 

Many Long Island stores are having similar experiences with 
“Plymouth” which is easy to sell when our Free Display Mate- 
rial is used. 


Keep stocked through your Jobber. 





PLYMOUTH CORDAGE CO. 


NORTH PLYMOUTH, MASS. 
WELLAND, CAN. 
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It’s up to You! 


What Readers Say 
About Us 


“HARDWARE AGE has been a source 
of great interest and education to me; 
I think if more young fellows in the 
hardware business read your publica- 
tion it would make better hardware 
men out of them.’’ 

(Signed) 
H. ROSS PAEHLMAN, 
Windsor, Ont. (Canada). 


‘T have always been very much 
pleased with your publication. There 
are many good things in it and some 
that are quite interesting, especially 
the letter of Saunders Norvell and I 
hope he will continue to favor us with 
a letter in every issue.’’ 

(Signed) 
THOMAS McCULLOCH, 
Vice-President Turner, Day & Wool- 
worth Handle Co., New York City. 
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By LLEW S. SOULE 








Why Does the Merchant Come Last 
When the Public Pays Its Bills? 


HEN it comes to being paid for goods sold on account, the average mer- 
chant seems to be in the “‘What’s Left” class. 


The insurance is paid; the installments on the automobile, and the interest on 
notes are cleared up; rent, telephone, gas and light bills, etc., are settled. Then the 
merchant receives a hard luck story and a part of what is left—if anything happens 
to be left. And—as a rule—he stands for it, borrows a little more from the bank 
to take care of current expenses, and eases up on taking his cash discounts. 


Why? 


Isn’t he entitled to payment in full when payment is due? MHasn’t he per- 
formed his part of the bargain by turning over quality goods, delivered on time? 
Undoubtedly. We haven’t seen a scrap of evidence to the contrary. Yet, he 
continues to occupy a place at the foot of the list on pay day. 


Things do not just happen. There is a reason back of every custom or habit, 
and apparently the public has formed the habit of paying other bills ahead of those 
of the merchant. Frankly, the facts seem to indicate that the merchants of this 
country are primarily to blame for the condition in which they find themselves. 
They have educated their customers to buy on credit, and have not insisted on 
prompt payments. They have been so solicitous of the customer’s feelings, and 
so fearful of his transferring his trade, that they have hesitated to even suggest his 
paying their bills. They have coddled him in the matter until he has naturally 
come to regard a deferment of payment almost as a right. 


Much of the onus for the present credit problem of the retail merchant 
is due to a misdirected zeal for increased business, and to an excess of the service 
idea. Naturally the merchant wants increased business, but surely not at the 
expense of theywoods sold. Likewise he honestly desires to give real service, but he 
fails to realize that by allowing a customer to assume credit without proper pay- 
ment, he undermines that customer’s reputation and weakens his character. Cer- 
tainly that cannot properly be regarded as real service. 


No bank would endure for a moment, such a situation in regard to a note. 
Likewise the signer of a note seldom attempts to relegate his bank to a “what’s 
left” place on pay day. The bank gets its money because it expects to get it, and 
because the customer has been educated to pay the bank. 


Credit carried beyond the regular terms of payment is a banking problem. 
If the merchants insist on being bankers, then they should use banking methods. 
The competition of the future indicates Rough Sledding for the merchant who con- 
tinues to be last when the public pays its bills. 
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The Ungrodt hardware store as it appeared before the Mayor took charge of its rearrangement. Low display coun- 
ters now attract attention to the merchandise and price cards are very much in evidence 


Mayor and Hardware Man at 25 


Paul Ungrodt, “Kid” Mayor of Washburn, Wis., 
Can Also Sell Electric Washing Machines 


EFORMERS, and especially political reformers, town of about 4000 people, situated in the extreme 
have long been the subject of ridicule and de- northern section of the State on the shore of Lake 
rision and reforms that have failed have been Superior. During the World War one of the large 

“too numerous to powder companies 
mention.” In spite Be ea maintained a fac- 
of all this Paul ee ay Se : | tory there which 
Ungrodt should ae tes a brought in about 
5000 employees 
and the town 
boomed. Streets 
were paved and 
other local im- 
provements _§start- 
ed with an almost 
reckless speed 
and the place took 
on a very metro- 
politan aspect; 
then suddenly the 
war was over, the 
powder mill cut 


of the story. Wash- its employees 
down to less than 


burn is primarily ’ ; ; , 
-_ agricultural Main Street, eit, ot aS kind as any Sinclair 200 and Washburn 


properly be called 
a reformer for he 
has successfully 
“reformed” his 
town of Wash- 
burn, Wis., and if 
he hasn’t actually 
reformed his fath- 
er’s hardware 
store, he has at 
least changed it 
considerably. 

But let us start 
at the beginning 
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Paul Ungrodt, “Kid” Mayor of 

Washburn, Wis., at his official 

desk in the city hall, shown in the 
picture above 


found itself in debt to the extent of $95,800. During 
the next few years that followed the old-time poli- 
ticians, into whose hands the destinies of the city had 
fallen, continued with their own style of city admini- 
stration, drawing their salaries regularly but failing 
to relieve the pressure of public indebtedness. 

Then, three years ago Paul Ungrodt, the oldest son 
of B. Ungrodt, who had been in the hardware busi- 
ness in Washburn for forty years, graduated from 
college and came home to help his father in the store. 
Young Ungrodt had specialized in course of public 
speaking at the university and had gained some little 
reputation as an orator, and shortly after his return 
he was invited to speak before the Women’s Council, 
a local civic organization. He accepted and took oc- 
casion to point out to the women the extravagance of 
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The center picture shows the “Kid” 

Mayor as he appears in his fath- 

er’s hardware store. Above is the 
23-year-old city treasurer 


the city fathers, with the result that the women urged 
him to run for mayor. 

Ungrodt, who was at this time only 23 years old, 
did not take this political proposition seriously, espe- 
cially as both his father and mother were very much 
cpposed to the idea. However, the Women’s Council 
filed his name as a candidate and there the matter 
rested for the time being. 

In the meantime Paul started his career as a hard- 
ware man by taking more or less active charge of his 
father’s store and centering his enthusiasm upon it. 
He took the time to rearrange the store and make 
more attractive merchandise displays. He started out 
making a house-to-house canvas of the territory sell- 
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(Continued 





on page 52) 





Paul Ungrodt’s idea of a display of small household items, an idea that has proven itself by greatly increas- 
ing the sale of this class of merchandise 
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MERICA’S Sportsway is paved with dollars! Each year more and more red blooded Americans succumb 

to the lure of the out-of-doors and many thousands of additional dollars are spent for equipment. Take an 

interest in the outdoor activities of your community. See that tennis courts are built in your town, with other 

farsighted merchants encourage the organization of a country club, help the youths play ball—and prove to 
yourself that America’s Sportsway is paved with Dollars. 
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The R. L. Leach Hardware Co., Bedford, Ohio, handles but few heavy hardware items and makes a specialty of the' sale 
and display of small items as shown in the photo above 


Open Display Tables Increase Sales of 
Small Items for Ohio Merchant 


Within Two Months the R. L. Leach Hardware Co. Sold Three Dozen 
Brushes at Fifteen Cents Each Through the Use of Open 
Top Display Tables in Its Store 


ulation of less than 2000 people. It was strictly 

a farming community. When R. L. Leach en- 
tered the hardware business in that section his entire 
stock was selected to care for the farmer’s wants. This 
included some implements, seeds, fertilizers and heavy 
hardware for use on the farm, heavy duty kitchen ware 
for the farmer’s wife and practically no items which 
could be sold at five or ten cents or at some other small 
figure. 

Bedford and Leach’s hardware store have both 
changed since 1908. The town has several thriving 
industries, a population of 8000 and the roadway in 
front of the store is the main street of an important 
Ohio town. 

The R. L. Leach Hardware Co. handles no imple- 
ments, few heavy items and is not a Saturday night 
refuge for checker players or “baccy chewers.” It is 


: | lation of years ago Bedford, Ohio, had a pop- 


a perfectly modern retail hardware store handling a 
complete shelf hardware stock, cutlery, fishing tackle, 
tools, oil stoves, ice cream freezers and anything else 
you would find in a town store. Three years ago Mr. 
Leach had W. C. Heller Co., Montpelier, Ohio, equip 
his store with modern fixtures. 

The new store displays most of its wares, and hides 
very few of them. Naturally the annual sales volume 
has leaped ahead. To those who knew the old store the 
biggest shock seems to be two open display tables, with 
compartment boxes featuring miscellaneous small items 
selling at five, ten, fifteen and twenty-five cents. One 
of these tables is stratgetically located alongside of the 
cash register so that the customer receiving change or 
paying a bill will be tempted to make an additional small 
purchase. This table is changed around occasionally 





(Continued cn page 64) 
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Canada’s Danger 


By Saunders Norvell 


life—to get a kick out of it—is to live danger- 
ously. Then some one else has written that 
nothing is more dangerous than the easy chair. When 
one scans the daily newspapers, it would seem we are 
all living dangerously, whether we will or not. 
¥ % * 

Take the case of the hurricane in Florida. Thousands 
of people, having earned a competence, have retired 
from business and gone to Florida to live in peace and 
comfort in a delightful climate for the rest of their 
years. Then comes the hurricane. 

A prosperous merchant goes to Mexico to visit his 
son-in-law. He is on a pleasure trip. He travels out 
in the country on a little motor excursion. He is cap- 
tured and killed by bandits. Since then some 15 or 20 
of the bandit gang have been exterminated by the 
authorities. How little this merchant dreamed what 
was in store for him—one moment apparent peace and 
security; the next moment tragedy. 

% % 9 

In the old days, when one went to the tonsorial 
palace, while we sat and waited for our favorite barber, 
we enjoyed the thrills of reading “THE POLICE 
GAZETTE.” Now “THE POLICE GAZETTE” must 
have passed out. I have not seen a copy for years. 
I suppose when all the daily newspapers decided to 
devote most of their space to criminal news, “THE 
POLICE GAZETTE” could not stand the competition! 


% * * 


It is evident that there is no safety. There is no 
peace. All of us are living dangerously. If we do 
not smash into some one else with our automobile, 
somebody else smashes into us. While we play safe, 
we must suffer the consequences of the action of some 
one else who is taking chances. 

* * ¥ 

The cost of living in and around New York City 
is the highest in the world. If you own your own home, 
taxes are constantly increasing. While the National 
Government is trying to economize and reduce ex- 
penses, the State, City and Local Governments are all 
spending like madmen. When one buys a home, you 
hardly realize that your taxes on this home will be as 
much as the rent you paid a few years ago. 

% % * 

Where I live, near New York, a common, ordinary 
gardener receives $6 per day; a good cook, $75 to $90 
per month; a housemaid $70 per month; a man-servant 
in the house not less than $100 per month—these high 
wages with their board and lodging thrown in. House- 
hold servants are better paid than bank clerks, stock 
clerks, stenographers or bookkeepers. A laundress re- 
ceives $3 or $4 per day. 

* * * 

What is the cause of these high wages? The only 

answer is that the women of the country have stopped 


G tee wrote that the only way to enjoy 


work. With a smile and a twinkle of the eye, I in- 
quired of our colored laundress why laundresses were 
so scarce and so highpriced. ‘Well, suh”—she answered 
—‘it’s all a result of dis yere prosperity. In the old 
days, the wife of the plumber, bricklayer and carpenter 
did her own laundry work, but now, when these gentle- 
men are receiving such high wages, she has struck 
against the washtub and hires her own laundress.” 
This of course is only natural. You can not blame the 
lady for cutting out this work. Even with the modern 
machines, laundry work, I imagine, is not a very agree- 


able occupation. 
* + %* 


There was a great boom in real estate in Florida. 
Long before the bubble burst we paid our casual re- 
spects to the situation in these weekly articles. Our 
warning was not appreciated in Florida. We received 
numerous letters calling us down. 

% * * 

I have a very handsome barometer in my house of 
which I am very proud. It was quite expensive. It 
is very ornamental. This barometer faithfully tells 
us what the weather was yesterday. I have never yet 
been able to figure out from this barometer what the 
weather will be tomorrow. This handsome brass in- 
strument looked me unblushingly in the face on a 
rainy Saturday when I had counted upon going out 
to play golf and told me with complete assurance that 
it was raining! 

* * * 

In these articles I have amused myself playing at 
prophecy. 

Immediately after the War, upon my return from 
England, I wrote about English conditions. I stated 
that England was harder hit by the War than either 
Germany or France. I stated that English industry 
would be longer in recovering. I predicted the de- 
pression and unemployment from which England has 


suffered. 
* % * 


I wrote about France and told how France was suf- 
fering from politics. I stated that bankers in France 
told me that the Franc would continue to decline. 
This prediction was made when the Franc was worth 
double what it is at present. 

¥* * %* 

I wrote about the recovery in Germany. I pre- 
dicted how quickly Germany would come back for the 
simple reason that they had gotten down to hard pan 


and hard work. 
*” * * 


Long before the world at large was paying any at- 
tention to the activities of the present Russian Gov- 
ernment, I suggested in these articles that they would 
have a wide influence, through their propaganda, in 
the affairs of other nations. I wrote about the menace 
of their doctrines. I wrote of their activity in spread- 
ing these doctrines. Since then the American press 
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has given a great deal of space to these ideas. Eng- 
land discovered, to her surprise, that the Russian 
Soviet Government was backing and supplying money 
to the striking coal miners. How many Americans 
here in the United States realize the number and the 
increasing circulation of the radical Communist pa- 
pers? Look into it and you will learn something. 
* * * 

Long before it was known that the building boom 
was on the ebb, I wrote about building. Now, by 
studying the statistics of building you can see what 
is happening. 

* * % 

I even paid my respects to the stock market some 
time ago when prices were very high, and suggested 
that a reaction was about due. The reaction came. 

*% % * 

I just thought I would remind my readers of these 
predictions because I do not wish them to put me in 
the class of the barometer that only tells about the 
weather yesterday! All of us know about the weather 
yesterday, but what all of us are mostly interested in 
is what the weather will be tomorrow. 

* * * 

Now, I am going to indulge in another prophecy. 
The cost of everything in the United States, especial- 
ly in the East, is getting so high that unless people 
have enormous incomes they can not afford to main- 
tain large estates. All over Long Island—all around 
New York City—beautiful old places of many acres 
are being sold and divided up into small building 
lots. The former owners cannot stand the taxes and 
the expenses of keeping up these places. On a smaller 
scale, here in the East, we are going through exactly 
what has happened in England. 

* * * 

I predict right here that in the next two or three 
years a boom in the price of land in Nova Scotia and 
in other Canadian provinces, will take place. Why do 
I make this prediction? Simply because the price of 
land in Canada has not become inflated as it has in 
this country. The price of labor is not inflated. I 
have a friend who has a large summer place in Nova 
Scotia. He tells me that he can hire a man to work 
on his place, and the man works 10 hours per day, 
for one-third of what we are paying around New York. 
He tells me that taxes are very low—in other words— 
that he can maintain the place in Nova Scotia on an 
expense basis of one-third of what it would cost him 
near New York. 

* %* * 

Besides, he has all the advantages that we enjoy 
here, i. e., a delightful, cool climate, the ocean, beauti- 
ful scenery, yachting, bathing, excellent fishing and 
good hunting in the fall and winter. Nova Scotia 
sounds a long way off, but, as a matter of fact, you 
can leave New York in the evening by train and ar- 
rive there the next day at noon. You can take a steamer 
at Boston in the evening, travel comfortably and ar- 
rive in Nova Scotia the next afternoon. 

This friend of mine has retired from business. In 
the fall he takes his entire family on a slow steamer, 
sails from Halifax, and in eight days is in London 
or Paris. If you look at the map you will note that 


‘ first go to Canada on their vacations. 
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Nova Scotia is very much nearer to Europe than New 
York. 

In addition to these advantages, there is one that 
some of us will not overlook in the fact that there is 
no Prohibition in Canada! You can get good stuff— 
all you want of it—at reasonable prices. You do not 
have to take chances on going blind or drinking pois- 


oned alcohol! 
¥* * * 


So, therefore and consequently, I do hereby prophesy 
that the next boom in real estate values and the next 
grand American rush for summer homes will be to 
Nova Scotia and other places in Canada. 

% %* % 

Even now a number of prominent Americans have 
their summer homes in Canada, among them an ex- 
President of the United States, Chief Justice Taft. 
Then, Alexander Graham Bell, the inventor of the 
telephone, had a magnificent place in Canada and 
spent his summers there for many years. Mr. Boldt, 
the former head of the Hotel Waldorf-Astoria, had a 
beautiful place in Canada. The list of Americans 
who have already gone to Canada to enjoy its many 
advantages and to escape the high cost of living here 
in the United States would be a very long one. 

* * % 

We hear 2 good deal about the Canadians objecting 
to being annexed by the United States. That state of 
mind, of course, is a Canadian privilege and we tol- 
erantly allow them to have their own opinion about 
the government under which they are to live! How- 
ever, taking a far view into the future, and in the 
light of the migrations of peoples in history, we also 
prophesy that Americans, on account of the high cost 
of living in our country; on account of the crime 
wave, on account of Prohibition; on account of the 
character of our local Government, will in time drift 
over the border into Canada. These Americans will 
They will look 
over Canada. Next, they will buy summer places. 
They will live longer and longer in their summer 
homes. They will become acquainted in Canada. 
They will make investments in Canada. So let me, 
in advance, warn our Canadian friends against the 
coming American invasion!! 

¥* * * 

Of course, all this is not going to happen this 
month or next year. This is just a little peep into 
the future. It is the logical thing that should happen. 
In vears to come, Canada is sure to become Ameri- 
canized in spite of herself. However, taking a shorter 
view of the situation, it is our opinion that real estate 
purchases made just now in Nova Scotia will, in a 
few years, prove to be just as profitable as did those 
purchases made by the people who bought Florida 
land years before the boom started. 

* * % 

No, I am not interested in any Nova Scotia real 
estate company. I have never seen Nova Scotia. 
However, in the very near future I propose to take a 
trip up there and look things over. If things break 
right I would not be surprised if I bought some land 
—just a few nice locations—which some day may be 
a good thing for my grandchildren!! 
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HERKIMER HARDWARE COMPANY 


New Location Opposite the New York Central Station 
131 East Albany Street HERKIMER, NEW YORK 





Phone 636 











W. L. Smith Store News 


Hardware, Heating, Plumbing, Sheet Metal Work 
WE WIN WITH SERVICE. 
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HEN merchants in small towns use the mails 
two or three times a year to send out circular 
matter and deliver such matter to the post- 

master with the request that it be distributed to the 
boxes, unaddressed; or send out manufacturers’ liter- 
ature by insertions in envelopes containing statements 
of accounts, etc., it is a question whether or not a con- 
stant contact should be established and maintained with 
prospects in the trading areas, and the mails used for 
all the possibilities they afford. 

There is no doubt that if this question was put to 
a vote the nays would dispatch it from consideration, 
and why? Because the great majority of hardware 
dealers do not use the mail route and without experi- 
ence they believe its cost is excessive, takes too much 
time to prepare the material and requires a person with 
exceptional ability to look after it. 


Advantages of Store Papers 


Dealers who have the initiative to start and the cour- 
age to continue store papers are altogether too few 
and they are prone to let the outside world know of 
their aims and ambitions. This method of increasing 
business is so well thought of by those who use it that 
it is apparent the need exists for the adoption of the 
plan by a larger number of dealers throughout the 
country, who now do little or nothing more than rely 
on tradition and reputation to bring in business. 

It is the purpose of this series to tell of store pub- 
lications, what they do, what they cost, how they are 
made up with illustrative examples and comments from 
users. In order to treat this subject in not too brief 
a manner for a comprehensive lesson, the material has 
been divided into four instalments, of which this article 
is the first. Additional chapters on the subject will 


appear from time to time in these columns. 


The individual store publication stimulates concen- 
trated efforts to sell more goods and combats competi- 
tion of mail order houses as well as other users of the 
mail route for securing business. It furnishes a bet- 
ter knowledge of movable merchandise, both to the 
customer and dealer and makes necessary the com- 
pilation and maintenance of a mailing list. 

In addition it shows the dealer just what sort of 
merchandise certain customers are the most interested 
in and might be considered a medium for conveying 
the manufacturer’s and dealer’s message to the pros- 
pective customers. 


First Impressions 


The opportunity for concentrated selling is at its 
best when a dealer can pick, from his mailing list, those 
prospects who are most likely to use a certain type of 
merchandise. 

By thorough acquaintance with the desires of pros- 
pects on such a mailing list, it is possible for a dealer 
to determine just what kind of goods to feature. If 
the list is classified as to tenants, home-owners, busi- 
ness houses, manufacturers, etc., then the dealer is in 
a better position to know what merchandise to offer 
and guide him in purchases. 

When a dealer has a list prepared, one of his first 
impressions is the realization of the large number of 
possible outlets for his merchandise. He gains a more 
definite knowledge of the size of his market, a real 
tangible working basis, from which to figure the eco- 
nomic position of his store to the community, and what 
to expect from the community which he serves; not 
in sentiment but in business that exists and to be 
obtained. 


(Continued on page 66) 
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A New Floor Plan That Is Selling 
‘Gobs_ of Hardware 


West Virginia Dealer Is Done Forever with the Old Practice of Allowing Articles 
on Which the Returns Are Low to Occupy Costly Floor Space—Moves 
Many Staple Items Into a Model Basement Store 


By Milton J. Phillips 





HE smile on J. L. Hall’s 
face appears to be there 
to stay in the opinions 
of business men who have 
watched the transforming of 
his hardware store, the lar- 
gest in Marion County, West 
Virginia, into a _ thoroughly 
modern merchandising store. 
Fairmont editors and the pub- 
lic are all “het up” in their 
admiration of the courage that 
ripped out slow-movers and 
consigned them to the base- 
ment, particularly bulk pack- 
ages. He is done forever 
with the practice of allowing 
an article on which the return 
is low to occupy costly floor 
space in place of articles that 
get action and turn in regular 
cash receipts. 

As indicating the vigor of 
his resolution, articles, such as 
stoves, refrigerators, large size 
cans of paint that can be 
as easily sold from a color 
card, step ladders, hoes and 








This is the man, J. L. Hall has 


which the return is low. He 
admits that he was amazed 
when he discovered the 41.4 
per cent. 

When they went down stairs 
other articles moved out into 
the light from innumerable 
hiding places here and there 
wherein they had been stored 
for want of space. Now, he 
has more than twice the num- 
ber of good sellers in the same 
floor space as formerly. We 
will quote from the cash reg- 
ister on the third day after 
the change was made. Cash 
sales for that day went up 
200 per cent, in actual in- 
crease; cash receipts for that 
day, up almost 250 per cent, 
and the number of shoppers, 
up approximately 300 per cent. 
But, there is another idea in 
his opinion and in the opinions 
of shoppers, the store is in- 
teresting now, a dream he 
cherished for many 
years, because interest in his 








similar tools, besides a long 


list that has been conspicuous on the first floor for 


many years, are all now snugly established in the 
basement of the store. He has in this manner released 
3500 sq. ft. of costly first floor space. Since the store- 
room is 165 by 30 ft. and the accessory room is 75 by 50, 
or a total of 8450 sq. ft., it is illuminating to know 
that 41.4 per cent was encumbered by bulk goods on 
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opinion is a_ bed-rock prin- 
ciple in merchandising as in many other lines of 
endeavor. He had reached his limit in brightening 
the old room, although it is a big, well-lighted, well- 
ventilated classy storeroom. He wanted people to 
come in because they wanted to see what Hall had 
in this or that or the other line. He wanted them to 
buy, of course, but he wanted very much that they 
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Plat showing arrangement of the J. L. Hall Hardware Store at Fairmont, W. Va. 


This “ was nascent “- H. H. 


Daughters, merchandising engineer and counselor 
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should come in because they expected confidently to 
see things that interested them. Men, too, were in- 
cluded in his plans, and it appears to be conclusive 
that he has made good his dream. He had come to the 
time when drastic measures must be taken. Tradition 
and sentimental notions were to cut no figure hence- 
forth in saying what should and what should not glut 
up valuable floor space. 

Preliminary to the drive that released 3500 sq. ft. 
of high-priced floor space, exact measurements of 
lengths and breadths were taken and the entire floor 
was charted on a blue print. Each section was 
assigned a selling value based on its nearness or re- 
moteness to the entrance and its position to the right 
or left of the median line down the center of the big 
room. This done, all the articles, and there are liter- 
ally hundreds, were grouped, such as household hard- 
ware, brushes, aluminum, soaps and the long list un- 
der this caption. Small hardware, screws, bolts and 
the associated articles usually found together on the 
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or other hiding places while customers fidgeted rest- 
lessly while waiting for their purchases. Meanwhile, 
other customers were going out to make purchases 
elsewhere because they could not be waited on. It 
was not my clerks’ faults; it was mine.” 

Salesmen now wait on two customers in the time 
they formerly used on a single customer. Further- 
more, a salesman in Hall’s store never leaves a cus- 
tomer. The practice of racing off to another part of 
the store, basement, floor above or whatever, is a 
thing of the past. The goods are always there at 
hand. Clerks are not expected to keep bins full. 
There is a boy for that purpose. Of course, however, 
when not occupied, clerks are always expected to 
keep informed on the stock and be interested in keep- 
ing it looking well. 

There is a better angle yet, and that is the fact 
that every precaution has been taken to make an 
article sell itself. Long observation of shoppers has 
convinced him that they like to handle the thing they 





J. L. Hall of Fairmont, W. Va., removed many staple items 
The above view shows 


them to a modern basement store. 


counters of ten-cent stores, were plotted. Electric 
accessories, and he has a long list of them, were 
bunched. Ultimately, he had enough groups to re- 
quire sixty display tables, 5, 7 and 8 ft. in length by 
32 in. wide. These are arranged in hollow squares 
with chummy aisles inside for shoppers. Other tables 
are arranged end to end. Others are set crosswise 
of the room. Monoteny has been studiously avoided 
in arranging tables and displays. However, sugges- 
tive salesmanship, that is one article suggesting an- 
other, and another, has not been lost sight of for a 
second. 


Table Tops Divided 


Table tops are divided into bins by neat strips of 
plate glass. These again avoid giving the effect of 
monotony. Attractive price cards in good holders 
stand up straight at the back or side of each bin. 
Every bin is full of its particular article, and under- 
neath the table in full view of all shoppers who care 
to stoop and look is emergency stock ready to be put 
into bins after each sale is necessary. “I was set,” 
said Hall, “on reducing the time clerks were consum- 
ing in fishing out needed articles from deep drawers 





on which the turnover was particularly slow and consigned 
the main floor of the Hall store since the rearrangement 


are interested in privately; that is without the ques- 
tioning eyes of a clerk looking on. He has had them 
say thousands of times, “Just looking around,” when 
he knew that they intended making purchases if they 
found what they wanted, but they intended to make 
up their minds independently. He has made it possi- 
ble for them to look, examine, study prices, make com- 
parisons without interference. As illustrating this 
situation, he quoted recently the wife of a multi-mil- 
lionaire who remarked, “How I like this; I can walk 
around, look, think; then, when I get ready, call a 
clerk.” 
Articles Sell Themselves 


Of course, proofs of this latter fact multiply daily. 
Yesterday he stepped up to two well-dressed stran- 
gers who had been intently looking at lamps for some 
time. He thought they had looked up as if wanting 
a clerk. He stepped up. “May I show you some- 
thing?” “Yes, but first have this casserole wrapped.” 
He had not noticed them studying baking dishes. It 
was a $7.50 dish. There was almost no selling over- 
head on that dish. 

Another person bought and paid for $62.50 worth 
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of goods in the same manner. In that case the sell- 
ing overhead was at the minimum. A case of $41 is 
similar; no selling overhead to speak of. 

A back-country farmer wanted a clipper. Before 
he got through, although a conservative shopper, he 
had picked up a thermometer, a hammer and other 
things. Meanwhile clerks are released for duty with 
shoppers who need them. Two kinds of sales are go- 
ing on almost continuously, those without and those 
with clerks. He likes the former very, very much. 

Now that he has all stoves and ranges together in 
a nifty basement room, there is a pretentious list 
from which to make selection. This is the first time 
in his business life that he has made so conclusive a 
demonstration in stoves. As it happened, unfortu- 
nately, his experienced stove salesman dropped a 
piece of iron on his toe the day before the recent 
opening of the revamped storeroom and was lying in 
a local hospital. Although the department was in 
charge of a boy, the lad sold four stoves first day 
and a $125 stove before 9 on the morning of the sec- 
ond day. Pretty good business, thinks Hall, as a re- 
sult of better display. 

The walls of the main room have had shelving 
torn out and room made for colored lamps, dishes, 
vases and what not on the household side. Colored 


lights here and there make the side look like an arti- 
ficial rose garden, very pretty. Of course, the other 















The picture at the 
right shows some of 
the many miscellane- 
ous items now dis- 
played in the base- 
ment store of J. L. 
Hall Hardware, Fair- 
mont, W. Va. House- 
hold hardware, soaps, 
brushes, aluminum 
ware comprise a part 
of the basement 
store’s stock 
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side for a distance of 100 ft. resembles new-idea in- 
strument boards with neat green cloth backs and 
nickeled hooks on which can be found every fine tool, 
precision instrument, or appliance mechanics re- 
quire. It is needless to mention the fact that the 
beveled glass doors on ball bearing rollers which shut 
customers out, have disappeared and their absence is 
conspicuous. Any customer can now walk up to any 
panel, reach up, take off and examine to his complete 
satisfaction. For the reader who is thinking of the 
customer who is not necessarily a customer, but rather 
a shoplifter, Hall has this to say: “Our clerks are 
always well distributed. There is never a time that 
a clerk is more than a few feet away, and the entire 
length of the store is in full view of the three girls in 
the office.” 

He runs specials and places them purposely at the 
back of the long room. In this way he induces all 
shoppers after specials to walk the 165 ft. past the 
tables that make his room look like a ten-cent plan 
on a majestic scale. Every now and again a shopper 
calls his display an exposition. One person remarked, 
“In some respects this is better than the fall exposi- 
tion our city put on for many years.” 

But back of the new floor plan and the new disposi- 
tion of stock stands the splendid personality of J. L. 
Hall, long a leading hardware merchant in the State 
and a most active citizen in the community. 


Bulky items such as 
stoves, ranges, refrig- 
erators, etc., which had 
formerly occupied val- 
uable floor space on the 
main floor were con- 
signed to display in the 
Hall store’s modern 
basement as shown in 
the picture at the left 
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Price Cards for Window Display 


By Joseph Bertram Jowitt 


and accessories. The vast army of tourists re- 

turning home after long trips on all kinds of 
roads will need new tires, tubes, pumps, jacks, spark 
plugs, etc. A show window of auto accessories without 
price tickets no matter how attractively displayed will 
not bring anywhere near the results it should. 

Any hardware clerk or proprietor who has the ability 
to trim a show window also has the ability to learn 
show card writing. 

Modern articles of instruction together with practical 
elementary illustrations on how to do single stroke 
lettering has opened up endless opportunities to ambi- 
tious young men to learn this commercial art. 

Ready mixed water color paints and perfect single- 
stroke show card brushes may be purchased in any city 
in the U. S. A. 

The Roman numerals shown herewith are the correct 
figures for this alphabet, they are bold and graceful 
in design and about the easiest and best for window 
display and for price marking auto accessories, where 
very small or extra large figures are required. These 
numerals may first be outlined with a small brush 
No. 4 or No. 6, and afterward filled-in with larger size 
brush according to the size of numerals required. 

One important advantage in making these Roman 
numerals is that any irregular or crooked line may be 


N= is the time to push automobile tires, tubes 


straightened and still conform with the shaded light 
and heavy lines of this particular heavy type. Whereas 
if it were of the uniform block variety each stroke 
must be of equal uniform width. By close study the 
beginner will note the similarity in construction of 
several of these numerals—for instance: The top part 
of the figure 2, is identical with the top part of figure 
3, while the bottom of figure 5, is no less than the lower 
part of figure 3, the figure 6, is the figure 9, reversed, 
the zero is the same as the letter “O” only made more 
of an oval than a round circle. When it comes to mak- 
ing price tickets good figures or numerals are even more 
essential than good lettering. A neat legible numeral 
puts the real value into the display card. It is not a 
good idea to mix different styles of numerals on tickets 
in one display. The little figures made with a pen on 
small price tickets should be of the same type used 
on the larger cards and this type is admirably adapted 
to construction with either the lettering pen or brush. 

There is only one way to construct these numerals and 
that is with a bold free stroke, beginning at the tail of 
each arrow where the round loop is, and swinging 
around where the stroke terminus ends. This swing 
all comes with practice. Never stop in the middle of a 
stroke because in many cases it can be straightened 
or rectified after it is finished. 

In drawing out a letter or a number in lead pencil 
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first an idea of the formation of the character is all 
that is necessary, because the writer very seldom ad- 
heres to the lead pencil diagram when applying the 
brush, because it is much easier after a little practice 
to make the graceful sweeps with the brush than it is 
with a pencil. The sketch is merely to help the worker 
proceed with more accuracy. When lettering, the brush 
should be held between the thumb and first finger, 
held steady by resting against the third finger in 
precisely the same position one would hold a lead pencil, 
only the handle of the brush should be held much more 
upright and the fingers drawn in further than when 
holding a pencil or fountain pen. Hold the brush at an 
angle of approximately a 45-deg. slant. 

The beginner will find that the brush will respond to 
the slightest pressure and it will require some patient 
practice to learn just how to control it and it is 
only natural that anyone’s first attempts will bring forth 
a series of discouraging results, but ambition to learn 
is all that the beginner will need together with a proper 
show card outfit of ink brushes and pens and a con- 
centrated effort following along the lines of these 
lessons published in HARDWARE AGE. The writer of this 
department is always ready to help the beginner with 
any personal advise in overcoming difficulties, or what 
constitutes a proper outfit of brushes, ink, etc. 

In making or copying this single stub-stroke alphabet 
the tip end of a flat brush is used. The heavier or 
shaded parts of each letter are made by starting off with 





34x 4 
Super-Cord 
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a stroke the exact width of the brush using a slight 
pressure until the heaviest or thickest part of the letter 
is reached, then gradually lessen the pressure until the 
stroke resumes the thickness of the tip end of the brush 
in its natural shape. The light bars or strokes of 
each letter should be the exact thickness of the tip end 
of brush drawn along without any pressure. This 
cannot be accomplished by dipping the brush in the ink 
and immediately applying it to the card, because after 
any brush becomes fully loaded or charged with ink it 
loses its flat shape. Each time after dipping brush 
in ink it should be worked back and forth on some 
smooth surface; this distributes the ink evenly into 
the heel of the brush and keeps it in a flat position. This 
method of flattening out the brush is a short, quick 
process, accomplished by three or four little strokes 
to the right and left. 

Dark colored cardboard is the most serviceable for 
auto accessories as it will not show marks of handling 
or dust like white or the light tinted boards. It is 
always a more or less puzzling proposition what is the 
best kind of a show card to use inside of an auto shoe as 
it requires the largest size mat-board to cut a 28 in. 
circle. A good scheme is to cut a small circle of any 
desired size (like illustration) and suspend it in the 
middle of tire shoe with invisible wire, or string. 
Puncture four little holes in the sign and run the wire 
or string through the holes and around tire. This has 
been tried out and proved the most satisfactory of all. 
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Question: What in your opinion are some of the 
principal reasons for lost sales in retail hardware 
stores? C. M. B., Milwaukee, Wis. 


Answer: The following, compiled some time ago 
by the Merchants’ Service Bureau of the National 
Cash Register Co., includes some of the principal 
reasons for lost sales in retail stores: 


Indifference of salespeople. Unnecessary delays in ser- 

Attempts at substitution. vice. 

Errors. Tactless business policies. 

Tricky methods. Bad arrangement of store. 

Slow deliveries. Ignorance of _ salespeople 

Over-insistence of salespeo- about goods. 

Refusal to exchange pur- 
chases. 


ple. 
Insolence of salespeople. 
Poor quality of goods. 


* * *% 


Question: What was the passenger car registra- 
tion for the month of July? R. B. T., Jersey City, 
N. J. 


Answer: Passenger car registration, exclusive of 
Tennesse, Nevada, North Carolina, Mississippi, 
Colorado and Minnesota, for which figures are not 
available, was 308,455. 


% % * 


Question: Will the life of a piece of electrical ap- 
paratus be materially shortened when the line voltage 
is greater than that specified on the particular device 
in question? R. P. McO., Pittsburgh, Pa. 


Answer: Yes. Every piece of electrical apparatus 
for use on circuits is designed to limit the flow of cur- 
rent to the power required. For example, a 50-watt 
lamp designed for 100-volt circuit will allow 1% am- 
pere to flow and no more—because of the resistance 
of the fine wire filament. Thus it will be understood 
that when a lamp gaged for use on a 100 or 110-volt 
circuit is placed on a circuit of higher voltage, the re- 
sisting quality of the filament is unduly burdened and 
the life of the lamp correspondingly shortened. 

This same principle applies generally to all elec- 
trical apparatus. It will function with entire satisfac- 
tion only when supplied with electricity of the correct 
voltage and character. 
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Question: What, in your opinion, is the best meth- 
od of completely removing rust from metal which is 
to be painted? T. M. V., Montreal, Can. 


Answer: Undoubtedly the most efficient method of 
removing rust is by means of sandblasting. This 
method is largely employed in some of the country 
automobile paint shops. The most usual method of 
removing rust, however, is by means of the wire 
brush. Compressed air motor operated rotary brushes 
are also largely employed. 


Question: Have you any information showing 
when various game is in season in Pennsylvania? 
R. P. T., Wilmington, Del. 


Answer: The following tabulation of the Penn- 
sylvania Game Laws should contain the information 
you desire: 


Pennsylvania Game Laws 


Kinds Open Season 
PD «dé 6400666666608 6000 6600008 Aug. 1 to Nov. 30 
eee nib ip ail rk as ess poee oss ay Sept. 1 to Nov. 30 
Shore Birds; lack-breaste an . 

Golden Plover, Yellowlegs......... j Sept. 16 to Nov. 30 
PEO. SOCK GF WOM. oc cccccccccccecs Oct. 1 to Nov. 30 
DT “62666666664 66086%000 690066 Oct. 1 to Nov. 30 
OPT TT rer Te See ere Sept. 1 to Nov. 30 
Coots (Mud-hen) Gallinules........... Oct. 1 to Jan. 15 


Wild Ducks, combined kinds (except | 
Wood Ducks and Eider Ducks).... 
Wild Geese and Brant (Swan pro-} Oct. 1 to Jan. 15 


oon 
i eee ee ] 
Ruffed Grouse, 
I ee ee 
Pheasants, Ringneck, male only.... 
Virginia Partridge, commonly called } Nov. 1 to Nov. 30 
tt chiens hen 60d hese nene ek ss 
Gambel Quail, Valley Quail and 
ee vccossekdbee 0% wes 
Squirrels, Black, Fox or Grey...... J : 
Bemrveis, MOG OF PiMe...ccccccseces ‘te FA Aug. 15 next 
a 1 to Dec. 15. Box 





traps permissible by 
residents under 14 years 
on lands whereon they 


PEE. kb o8 Weis hSw esses ve sensodues 


| reside 
— (Snowshoe or White Rabbits).... Nov. 1 to Dec. 15 
ur-bearing Animals, except Beavers 
. * » _ Nov. 1 to end of February 
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Window Displays of Hardware 


Increase Omaha Bank’s Savings Accounts 


of business institutions in this country, but one 
of the most unusual things that display has 
It helped the First National Bank of 
Omaha, Neb., to increase its savings accounts at a time 
when it needed savings deposits to balance the large 


1) ISPLAY has done a great deal for any number 


ever done is this: 


number of commercial accounts it 
carried. That is what the hard- 
ware dealers of Northern Califor- 
nia were told at their San Fran- 
cisco convention recently by John 
W. Gamble, president, Standard 
Chemical Manufacturing Co., 
Omaha, Neb., and a former vice- 
president of the First National 
Bank of that city. 

After explaining why banks 
necessarily have to maintain a bal- 
ance between savings deposits and 
commercial accounts, Mr. Gamble 
said that the job of increasing 
Savings deposits was given to him. 
At that time the bank, which 
stood on a corner, rented part of 
its building front to a dairy com- 
pany. Shortly after Mr. Gamble 
assumed charge of the campaign 
to increase the number of savings 
accounts for the bank, the renewal 
of the lease to the dairy company 
came up for consideration. He 
immediately notified the lessee 
that circumstances made it neces- 
sary for the bank itself to use 
that additional floor space. 

The dairy company moved, 
and Mr. Gamble had a modern 
store front put in. His specifica- 
tions called for the most modern 
and best lighted store window ob- 
tainable. The president of the 
bank happened to be away at the 
time, Mr. Gamble said, and on his 
return he was surprised to ob- 
serve the change, and somewhat 
out of sympathy with Mr. Gam- 
ble’s plans because they entailed 
the loss of a steady monthly rent. 
But he finally agreed to support 
the undertaking that Mr. Gamble 
had in mind and so the work pro- 
gressed. 

Mr. Gamble then obtained the 
part time services of one of the 
best and most original window 
trimmers in Omaha. The first 





teaser.” 
arranged in such a way as to focus attention to the 
center of the window, where a large and artistically 
painted card upon an easel presented a scarlet question 
mark to the astonished gaze of the population of Oma- 


display was one which might properly be called a “trade 


It consisted of dignified and artistic drapery 
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ha. Large black question marks 
appeared above the name of the 
First National Bank in the news- 
paper advertisements. People be- 
gan to ask questions at the bank, 
and were told that it would all be 
explained in the window displays 
in due course of time. 

That was in the winter. A few 
days later people passing the bank 
were stopped by the most amazing 
displays they had ever seen in a 
bank window. The window was 
transformed. It was not a win- 
dow at all but a vista of a forest 
stream beside which campers were 
busy making camp. In other 
words, the background of the win- 
dow was a mass of pine boughs, 
the floor of the window was real 
soil, dry leaves, pine cones and 
moss. The sides of the window 
were hidden by branches and 
boughs of pine, and in the rear of 
this scene at one side was a tent 
and automobile half concealed by 
shrubs and piney growths, and 
there was a wood fire in front of 
the tent, no, it wasn’t real, it 
couldn’t be, but at the same time 
it was realistic enough to deceive 
anyone at first glance. There was 
a man—of course it was a dummy 
—but it looked like a man, seated 
on a box apparently in the act of 
cleaning his rifle. A woman’s fig- 
ure could be seen through the 
opening of the tent. She was bent 
over a package, apparently the 
sleeping bags, probably getting 
them ready for the night. A boy 
was sticking a large knife in the 
ground near the fire trying to 
clean it. Paraphernalia of all 
sorts was in evidence, all kinds of 
things that people inevitably go to 
hardware stores to buy. 

And to one side of the window 
in the foreground, not conspicu- 
ous, but nevertheless in a position 
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where it cauld be plainly seen, was a neatly lettered 
card of four words on a small easel. These were the 
four words: “Save for a vacation.” Nothing else, 
nothing to spoil the illusion that had been created, no- 
thing to jar the mind unpleasantly. In the newspaper 
advertisements the same thought was repeated, and 
elaborated upon. Figures were given to show how much 
a person would save with interest in a certain number 
of weeks if he or she deposited a specified sum every 
week in the First National. Different tables were given. 
The stores which had loaned the bank much of the ma- 
terial for the window display were thanked publicly by 
name in newspaper advertisements. 

The window display and the newspaper advertising 
and the circulars mailed and distributed by the bank, 
plus the teams of employees soliciting savings accounts, 
began to show results. New savings accounts were 
started on the bank’s “save for a vacation” plan. 

Some of the other window displays arranged by the 
bank under the direction of Mr. Gamble were equally 
interesting and effective. One was a display showing 
a college boy in his room studying at night, all of the 
details were carried out with painstaking care—the 
book case, chairs, college pennants, table with green 
shaded lamp, pipes and tobacco, etc. The small card 
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Deposits of dignity 


that was used with this window urged parents and 
youngsters alike to “save for a college education.” The 
newspaper ads told the rest of the story that Mr. Gam- 
ble and the bank wanted to get across. Other displays 
urged people to save for Christmas, for different kinds 
of merchandise, for trips, for birthdays, in fact for 
almost everything that people want, but seldom start 
saving for. 

Mr. Gamble never made the mistake of urging people 
to save for the abstract satisfaction of saving. He al- 
ways indicated some one specific thing. “One thing at 
a time, and that done well.” This campaign began to 
have its effect. People started savings accounts. Mr. 
Gamble will supply the figures if you want them. They 
are unnecessary in this story, which is about display 
and not banking. 

However, while the campaign was still young, Mr. 
Gamble was questioned about it at one of the directors’ 
meetings by one of the elder directors of the bank. 

“This is all very clever, Mr. Gamble,” the director 
said, “but do you think it is altogether in keeping with 
the dignity of banking?” 

“Let me answer, if I may,” Mr. Gamble replied, “by 
asking you a question. Do you want dignity or de- 
posits ?”’ 
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So the campaign continued. Living things were put 
in the window. Mr. Gamble secured some rattlesnake 
eggs which he hatched in an incubator in the bank win- 
dow. But that was only tried once. People spent too 
much time in front of the window. 

Additional details could be written down, indeed 
enough probably could be written on this experiment 
to fill all the pages of HARDWARE AGE. Time and space 
and sundry other things prevent. Needless to say, how- 
ever, the campaign was a success. Today the First Na- 
tional Bank of Omaha has one of the largest savings 
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The Dairy Company moved and the tank had a modern 
store front put in 


deposits balance of any national bank in the Middle 
West. The truth of all this may be verified in Omaha. 
Mr. Gamble did what had always been considered im- 
possible in the banking business—the unusual. He ap- 
plied modern merchandising methods, modern advertis- 
ing and modern salesmanship to banking and it paid 
dividends, and is still doing so. 

The hardware trade can learn a lot about display from 
other lines of business, as Mr. Gamble told the Cali- 
fornia merchants. Hardware dealers must pay more at- 
tention to display than they have in the past, and the 
sooner this is realized and acted upon the better it will 
be for the hardware business. To borrow a phrase from 
current slang, “that doesn’t mean maybe either.”’ 





Still Making Money 


Coinage by the United States mints in August 
amounted to 11,130,000 pieces of domestic money and 
1,335,000 pieces of foreign coins, according to an an- 
nouncement Sept. 2 by the Director of the Bureau of 
the Mint. 

Included in the month’s output were one million silver 
dollars. It was explained officially, however, that no 
Significance attached to the production of the silver 
dollars, which was slightly larger than usual, the amount 
being described as routine mint operation. 

In addition to the silver dollar coinage, which con- 
stituted almost two-thirds of the value of the domestic 
coins executed, 1,248,000 quarter dollars, or $312,000 
in that form of money, was produced. Subsidiary coin- 
age included 2,814,000 nickels, or $140,700, and 6,068,- 
000 pennies, or $60,680. 

The production for foreign governments in August 
consisted of 1,295,000 pieces of silver for Venezuela 
and 40,000 pieces of gold for Guatemala. 


Try 
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The Contest Winner 


The Story of a Young Man Who Just Naturally Enjoyed Playing Games Better 
Than Doing Anything Else in the World—And So When He Fell Heir to His 
Late Uncle’s Hardware Store He Finally Learned to Play the Game 


By Russel Wilmot 
Part IV 


a4 UST why, I have never known, but I was tagged 

J when a helpless infant with the name, Com- 

mon Sense Jenks, and I reckon that the reason 

must be I had so little of it by nature, that my par- 

ents wanted to make up the deficit with a rubber 
stamp.” 

Henry Bird stared in astonishment at his caller. 
Then he leaned back in his chair and his deeply- 
lined, slender face radiated amusement for a moment, 
then he burst into hearty, cackling laughter. 

For the first time in his whole life, C. S. joined in 
the mirth at the expense of his name. That laugh 
broke the ice, and the two men looked at each other 
with more interest than they had ever experienced 
before. 

“Say,” said the banker, “that’s some handle, and 
believe me, it’s going to be worth 
money to you if you’ll only make 


sales of builders’ hardware, ranges, heating stoves, 
furnaces, and farming tools. Yes, I think I’d include 
some small stuff for the women folks. If you get 
the women talking and wanting new coffee-pots and 
lamps and double boilers and things, they’ll keep at 
the men until they get them to come to town or to 
go in and look around at least. 

“Now just an ordinary announcement of a sale 
isn’t going to stir up much dust, but, my boy, you’ve 
got too much stock and you must unload before 
winter comes. I’d come right out and frankly say 
that I had over-estimated the amount of stock the 
territory would absorb in a season, and that rather 
than carry so much stuff over, you are going to cut 
your profits to release the cash invested, thus giving 
the people in and around Oakmount some of the 
biggest bargains they ever got in 
their lives. 





use of it.” 

C. S. shook his head. 

“I’m afraid,” he said _ soberly, 
“that I have got in debt so far 
that I can never pull out. I can’t 
ask for the loan of any more 
money because I wouldn’t get it if 
I did, and I am convinced that 
there isn’t business enough in 
Oakmount to pull me out of the hole 
Iamin. I thought if I fixed things 
up as it seemed to me they needed 
fixing, that I would just naturally 
get the business.” 


Sound Advice 


“Listen,” said the banker, gen- 
ially, “I never sold hardware, but 
I’ve lived in the middle of a tri- 
angle all my life, with a hardware 
store at each corner of it, and I’ve 
learned a lot of things. You’ve 
fixed your store over, and I’ll hand 
it to you, that as far as your plans 
are concerned, you have remodelled 
fairly well. That’s fortunate, for 
now you are set to go ahead for 
a number of years to come. But you’ve got to over- 
come the handicap of not knowing people, and of 
having prejudiced a lot of them. If I give you some 
pointers, are you prepared to follow those which 
appeal to your own common sense?” 

The two men grinned and C. S. nodded. 

“Well, here’s what I would do if I were you,” went 
on Henry Bird. “I would put on several special 











During his walk C. S. actually 
grew up 


“T’d come right out and tell them 
what C. S. stands for, and invite 
every person to come in, call you 
by your first name, and make them- 
selves at home looking around, 
whether they buy or not.” 

Jenks was leaning forward in his 
eagerness. 

“Do you suppose,” he said, “that 
people would buy if I did that?” 


People Are Keen 


“Sure thing,” agreed the banker. 
“People here are as keen for a 
bargain as anywhere else, but 
you’ve got to do a little reorgan- 
izing within the store. Take all 
the stuff you have on the floor and 
in the aisles out of the way. Pack 
it in the basement or do something 
“ with it, but don’t stop traffic that 
way. 

“Then keep your floors and win- 
dows clean. Lately they have been 
dusty and most unattractive. In 
place of displaying a jumble with 
a little of everything, put in 
articles of related character, and not too many of 
them. 

“Then word has gone out that you argue with 
anyone who expresses an opinion. That’s wrong. If 
a customer says the moon is made of green cheese, 
agree with that customer. You don’t need to say, 
‘I believe it,’ but you can remark truthfully, ‘That’s 
what a lot of people have been telling me, and who 
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knows but what 
they are right!’ 

If you'll only | eat | 
think of it, you’ll =) SS Vi 
find that it’s a (BROWN & MILLS [ape 
lot healthier to ies mtu cay |Cage 
agree with folks Seo me CE: 
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fuss with them. ee eee TE TT 

“Then I know | FFU NIE CTT 
a man who has —==>= = 
no use for you 
because he says {ls 
you short 
changed him. 
Perhaps you did 
without intend- 
ing to. Count your change twice and see that all 
your clerks do—once at the register and again when 
you hand the change to the waiting customer. If there 
is any argument and you are satisfied that the cus- 
tomer is mistaken, yield. 

“IT know of a big department store man who al- 
lowed a woman to return a hat to his millinery de- 
partment which she had never bought there. He 
knew it and he wasn’t sure but what she knew it. 
He gave her a $30 credit and got thousands of dol- 
lars of free advertising out of it. 

“Tt will not happen very often that anything of this 
kind will take place, but if it does, look upon it as an 
opportunity. The customer may not be always right, 
but we must take his viewpoint as nearly as we can 
and work with him and for him. Until we learn to 
do this all our talk about service is an idle boast Re- 
member that country people appreciate courtesy and 
attention as much as town people. 
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Told to Come in Again 


“T have been studying your bank balance lately,” 
Henry Bird went on, “and I find that you’ve lost a 
good share of the old business. You’ve got to get hold 
of it and win it back some way or other. We’ll help 
you all we can, but naturally we can’t lend money 
when there is little chance of getting it back. Your 
wife seems like an unusually bright young woman 
and she’s disposed to help you all she can. There 
isn’t a hardware store in town that has a housefur- 
nishing department. Nuf sed, Common Sense, come 
in again!” 

The banker arose and C. 8S. knew that he was dis- 
missed. He went out wholly at sea what to do, where 
to begin, or how to do it. For the first time in his 
whole life he felt humble and not quite so sure about 
winning the game. 

In place of going back up the street to the Maitland 
Hardware Store, he took a walk out to the edge of 
the town. There wasn’t much business, so he knew 
he could be spared as well as not. During that walk 
C. S. grew up. 

No longer would he consider that he was in a con- 
test with his customers to get all the cash out $of 
them that he could. He would take the opposite 
policy and cooperate with them so wholeheartedly 
that they would just naturally gravitate to him and 
his place of business. He was satisfied from what the 










C. S. coached every one of his helpers to make all comers at the sale welcome 
and to get acquainted with as many of them as they could 
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banker had said 
that a big de- 
mand _ existed 
right in this 
territory for 
the goods he 
had to sell, and 
he made up his 
mind that he 
would uncover 
that demand 
and profit by it. 

It was late in 
the afternoon 
when he re- 
turned to his 
place of  busi- 
ness, and the first thing that struck him was that his 
arrangement was all wrong. In place of having the 
well-known and nationally advertised goods in the 
out-of-the-way corners, they should be brought well 
to the front and given prominent positions. This 
would establish confidence in the quality of his offer- 
ings and in his own wisdom and judgment in selec- 
tion. He gave orders that such a change should be 
made in the morning and Ed Bremer was put in 
charge of the rearrangement. It tickled the old man. 
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Orders a Carload of Soap 


“I could have told you all the time that you were 
making a mistake,” he said with assumed gruffness, 
“but I reckoned I was telling you too much already.” 

Before another hour had passed, C. S. had ordered 
a carload of soap and soap products—a whole car- 
load, with the distinct understanding that he was to 
put on a big sale and would use the soap as a leader 
and have sixty days to pay for it in. 

Without delay, C. S. prepared a big display adver- 
tisement. It was to carry his picture—a smiling pic- 
ture. 
as it was just one year since he had opened. He fol- 
lowed the advice of Mr. Bird and came out boldly and 
told what the C. S. stood for, and asked anyone who 
disagreed with him on the Common Sense Policy of 
this “Get-Acquainted” plan of his to come in and 
talk it over with him. 

He arranged three different contests: The person 
coming the greatest number of miles on purpose to 
trade with him during this sale; the woman who 
bought the largest bill of house furnishing goods in 
a day, and the man who made the best suggestion as 
to how the Maitland Hardware Store could improve 
its service—would each be awarded a prize of a $5 
gold piece. 

Before he placed the copy he went up and had a 
talk with Henry Bird, who heartily approved it and 
told him he was on the right track, provided he 
coached every one of his helpers to make all comers 
at the sale welcome, to get acquainted with as many 
personally as he could and to find out what people 
wanted and what they were ready to pay for. 

The next thing was, would people come, would they 
buy or were the majority of them prejudiced so they 
would give him a wide berth. 

(To be continued) 


The sale was to be called an Anniversary Sale, 
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NNOUNCEMENT is made that for the accom- 
modation of the delegates from Western terri- 
tory attending the annual convention of the 

American Hardware Manufacturers’ Association and 
the National Harware Association, at Atlantic City, 
Oct. 19, 22, inclusive, the Pennsylvania Railroad is 
arranging to operate via its all-rail route a special 
train from Chicago to Atlantic City without change of 
cars en route. 

The special train will leave the new Union Station in 
Chicago at 1.00 p. m. Sunday, Oct. 17, arriving in At- 
lantic City at 9.30 a. m. the following morning, bring- 
ing the delegates into Atlantic City in ample time to 
make engagements for the evening. It is understood 
that the railroad will operate Pullman sleeping cars 
from other points such as Detroit, Toledo, Cleveland, 
etc., to be attached to the special train en route, pro- 
vided a sufficient number of delegates from those points 
desire such accommodations. 


Equipment to Be Modern 


The hardware special will be composed of the latest 
type of all-steel Pullman sleeping cars, dining cars, club 
car and compartment-observation car. Special menus 
will be provided in the dining cars of the train. 

Tickets to Atlantic City via the Pennsylvania Rail- 
road are honored in either direction via Washington or 
Baltimore without additional charge, and permit of 
stop-overs within the final return limit at those cities, 
also Philadelphia, from which latter point side trip can 
be made to New York City. 
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In order to assure obtaining reservations on special 
train, it is suggested that delegates arrange early in 
advance for desired Pullman accommodations which, 
together with other information desired, can be obtained 
from W. E. Blachley, division passenger agent, Pennsyl- 
vania Railroad, Chicago, or any Pennsylvania Railroad 
agent. 

Delegates desiring to spend longer time in the East 
than the limit of the convention tickets permit, should 
purchase all-year tourist tickets, which are sold at 
slightly higher fare but which bear a final limit of six 
months from the date of sale. 


Reduced Fares in Effect 


Round trip tickets will be sold at one and one-half 
times the one way fare on presentation of Identifica- 
tion Certificates, tickets being good only by the same 
route in both directions. 

Tickets will be on sale from Oct. 14 to 20 and will be 
validated at Atlantic City by the agents at the regular 
ticket offices of lines over which the tickets read into 
Atlantic City on any date after arrival and must be 
used returning so as to reach original starting point 
not later than midnight of Oct. 28. 

One Identification Certificate will suffice for each 
member, including dependent members of his family 
and it will not be necessary to furnish separate certifi- 
cates for dependent members of families. 

Reduced fare certificates will be forwarded to mem- 
bers when they return postals giving names of repre- 
sentatives who will attend the convention. 
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was sent by radio. 


“A myself. 


Maybelle—Here’s a photograph that 
It’s a picture of 


Glenda—Oh, I thought it was static. 












“Ah, madam,” said the pious visitor, 
“I am going about giving advice and 
consolation to unhappy wives. Do you 
know where your husband is every 
night ?” 

“Indeed, I do.” 

“Alas, madam. You think you do, 
but he may be here, there, anywhere.” 

“Well, if he gets out of the place 
where he is now he has to raise a 
granite slab that weighs at least a ton, 
and he couldn’t even lift a scuttle of 
coal when he was alive.”—Western 
Druggist. 





“My razor doesn’t cut at all.” 

“Why, Henry, you don’t mean to tell 
me that your beard is tougher than the 
oilcloth ?” 





Our English friend was out for a walk 
in the country with his American friend 
when they were startled by an owl’s 
W-H-0-O—W-H-0-0. 

“What’s that?” exclaimed the Eng- 
lishman. 

“That’s an owl,” replied his friend. 

“T know it’s an ’owl, but what the ’ell 
is it that’s ’owling?” 





A clergyman gave out the hymn, “I 
Love to Steal Awhile Away,” and the 
deacon who led the singing began: “I 
love to steal—” but found he had 
pitched the note too high. 

Again he began, “I love to steal—” 
but this time it was too low. Once more 
he tried. “I love to steal—” and again 
got the wrong pitch. 

After the third failure the minister 
said: “Observing our brother’s pro- 
pensities, let us pray.” 





Mrs. Browne—I understand my for- 
mer maid is working for you? 

Mrs. Greene—Yes, but you needn’t 
be afraid, dear. I don’t believe a word 
she says! 






Mrs. Brown—Does your husband ob- 
ject to cats? 

Mrs. Smith—Yes, indeed. He says 
I feed all the cats in the neighborhood. 
Won’t you stay and have tea?—Happy 
Mag., London. 


American Slang 


é¢ a. right, all right, all right, 

what’s eating you? You’re the 
cat’s adenoids, aren’t you? Beat it! 
I wasn’t born yesterday, big boy! Ba- 
nana oil! You’re the berries, all right, 
all right, but you can’t buffalo a wise 
guy! Raspberries! You big stiff, pull 
in your nose! D’ja get that, huh? So’s 


your old man!” 


And when the Englishman Tried 
to Say It: 


“Righto, righto, righto, what’s de- 
vouring you, old chappie? You claim 
to be the kitty’s mucous membrane, do 
you not? Pound it! I didn’t come into 
the world within the last fortnight, 
large lad! Fruit juice! You’re the 
huckleberries, I must admit, you know, 
but you can’t kangaroo a philosopher, 
don’t you know, old bean? Cocoanuts! 
You monstrous unlimber laddie, kindly 
pull in your nasal organ! Did you re- 
ceive that, old egg? Your father is, 
too!”—Franklin Frey. 





“What’s the matter wid ye? Can’t 
yer read dat sign, ‘No smokin’ allowed 
on dis car?’” 

“Faith, an’ I’m not smokin’.” 

“Well, what are ye doin’? Ye have 
yer pipe in yer mouth.” 

“Begorra, an’ I have my two feet in 
me boots, but O’m not walkin’.” 





Jenks—He cleaned up a big fortune 
in crooked dough. 

Jinks—Counterfeiter ? 

Jenks—No, pretzel manufacturer. 





Whoop—Something ought to be done 
about these cruel prison laws. 

Ee—Why? 

Whoop—I just heard of a poor man 
being sent up for a stretch. 





“Mary, will you give me a divorce?” 
“Oh, John, this is so sudden!”—New 
Orleans Times-Picayune. 





A free-lance journalist found himself 
on a train without a ticket and decided 
to play the dead-head game. When the 
conductor appeared he told him that he 
had left his pocketbook at home, but 
that he was on the staff of the Datly 
News. 

“All right,” said the official, “come 
forward to the next car; we’ve the ed- 
itor of the Daily News aboard, and he 
can identify you.” 

There was no turning back, so the 
passenger followed the conductor, ex- 
pecting ignominious exposure, but, to 
his great surprise, the man, looking up 
from his paper, said simply: “Yes, 
conductor, that’s all right. The man 
is on my staff.” 

When the conductor had departed, the 
free-lance undertook to express his 
gratitude to the great man for his mag- 
nanimous falsehood. 

“Oh, don’t mention it,” said the other. 
“You see, I’m not the editor of the 
Daily News.” 





“Children,” said a teacher, “be dili- 
gent and steadfast and you will suc- 
ceed. Take the case of George Wash- 
ington. Do you remember my telling 
you of the great difficulty George 
Washington had to contend with?” 

“Yes, ma’am,” said a little boy. “He 
couldn’t tell a lie.” 





Squad Leader—“I heard the bat- 
talion commander call you a blockhead. 
Is that correct?” 

Plebe—“No, sir, he didn’t make it 
that strong. He just said, ‘Pull down 
your cap; here comes a woodpecker.” 
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St. Louis Retailers Hold 
Regular Monthly Meet- 
ing Sept. 15 


Charles J. Heale, Associate Editor 
of Hardware Age, Tells of 
Conditions in the Trade 
as He Found Them 


In spite of bad weather about thirty 
members of the St. Louis Retail Hard- 
ware Association, assembled for the 
regular monthly meeting held Wednes- 
day, Sept. 15, at the Marquette Hotel, 
St. Louis, Mo. President J. A. John- 
son presided. 

Charles J. Heale, associate editor, 
HARDWARE AGE was the guest and 
speaker of the evening. He told of 
many experiences and observations in 
hardware stores, visited on the six 
weeks’ trip which brought him to St. 
Louis. He urged the members to go 
out after business, to display better 
their various lines, add profitable spe- 
cialties and to learn from all available 
sources any useful merchandising 
ideas. He told of improvements which 
had been made in certain eastern 
stores, suggested some merchandising 
plans for specific lines and commented 
on some of the excellent local exam- 
ples of good hardware merchandising 
which he had seen in and about St. 
Louis. 

In answer to some specific questions, 
of which there were many asked, Mr. 
Heale said intelligently applied energy 
was responsible for most of the out- 
standing hardware successes he had 
observed, and that on his trip west he 
found business good with dealers who 
thought and worked and not so good 
with those who complained and sat 
idly, permitting competitors, local and 
foreign, to get the cream of local busi- 
ness. 

F. X. Becherer, secretary, Missouri 
Retail Hardware Association ex- 
pressed his approval and the thanks 
of the association for the comments 
and said he agreed with every word 
spoken and that he too had often ob- 
served the same conditions. Mr. Bech- 
erer told of certain local conditions, 
reported on the State association ac- 
tivities and outlined briefly: some of his 
experiences on a recent trip among Mis- 
souri hardware stores. 

E. J. Cresissen, secretary of the St. 
Louis Retail Hardware Association, 
read the minutes of the previous meet- 
ing and made reports on_ several 
association matters. Vice-president 
Henry Kuhlman was present and very 
active in the serving of refreshments 
after the business session. 

The ladies’ auxiliary of the local 
association was in session in the next 
room. President, Mrs. G. H. Niehaus, 
presided. In the absence of secretary 
Mrs. H. Rausch, Mrs. John A. Johnson 
took down the minutes. 
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R. J. Ackerman 


Ackerman Becomes Western Mgr. 
American Gas Machine Co. 


As a result of rapidly growing busi- 
ness in the western States, the Ameri- 
can Gas Machine Co., manufacturer of 
gasoline lighting, cooking and heating 
appliances, Albert Lea, Minn., has 
established a western branch, with 
offices at 238 Chronicle Building, Fifth 
and Mission Streets, San Francisco, 
Cal. 

The Frisco office will have charge of 
the sale and distribution of American 
Products in the Pacific Coast and 
Inter-Mountain States. A corps of 
sales and service men and demonstra- 
tors are already in the field assisting 
dealers and jobbers in promoting the 
sale of the firm’s products. 

R. J. Ackerman, who has been con- 
nected with the American Gas Machine 
Co., for several years as special repre- 
sentative and who has a wide acquaint- 
ance in the trade through the West 
has been appointed as western man- 
ager in complete charge of the com- 
pany’s San Francisco office. 





New Glass Company at Fargo 


R. C. Akeley, who for over a quarter 
of a century has been the repre- 
sentative of the Pittsburgh Plate Glass 
Co. in North Dakota, has resigned that 
position to become the president and 
manager of the newly formed Dakota 
Plate Glass Co., at Fargo, N. D. 
H. T. Alsop is secretary and treasurer. 

The new company will do a whole- 
sale business only and will handle plate 
and window glass and copper store 
fronts. 


Montgomery, Ward’s Indiana 
Store Attracts Many People 


It is reported that over 9000 people 
visited the new hardware store of 
Montgomery Ward & Co., at Plymouth, 
Ind., on Saturday, Sept. 11, the day it 
opened. This is 3000 more than visited 
the company’s store at Marysville, 
Kan., about a month ago, on opening 
day. The population of each of these 
towns is about 4000. 
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| Many Important Trade 


Topics Discussed by 
Philadelphia Dealers 


-_ +--+ 


Forty Quaker City Merchants 
Attend Monthly Meeting of 
Local Association at Green’s 

Hotel, Sept. 16 


Forty retail merchants, members of 
the Philadelphia Association, gathered 
in Green’s Hotel on the evening of 
Sept. 16, and after enjoying an ex- 
cellent dinner they proceeded with the 
business of the first of a series of 
meetings which have been planned by 
the executive committee. W. Glenn 
Pearce, at the request of several local 
retailers who are interested policy 
holders, gave a clear cut talk on the 
sound financial condition of the Penn 
National Hardware Mutual Insurance 
Co., which was recently taken over by 
the P. A. S. H. A. It was brought 
out that this company has always been 
very successful in hardware business. 
It is not writing business outside the 
hardware lines—there are ample funds 
positively covering all losses and every 
loss is being paid promptly. The Phil- 
adelphia policy holders most heartily 
indorsed the safe and sound methods 
of insurance now controlled by their 
State Association. 

The members discussed brushing 
lacquer as a passing fad or whether it 
has come to stay. The subject was 
thoroughly threshed out and the mer- 
chants concluded that brushing lacquer 
will have a place and paint will have 
a place for sale from their stores. 

August L. Egolf, on the local build- 
ing situation reported—‘“We will not 
have the large volume of building such 
as we have passed through since 1919. 
I feel that there will be much building 
on a smaller scale. All building seems 
abreast of the demand, especially 
dwellings. I feel that competition in 
the building lines will be very keen— 
and material will be sold at a very 
close profit. Care and caution should 
be exercised in connection with credits.” 





C. E. Bullock to Represent 
Landon P. Smith, Inc. 


Clarence E. Bullock, aided by his 
sales personnel, will hereafter repre- 
sent the firm of Landon P. Smith, Inc., 
manufacturer of Red Devil glass cut- 
ters, throughout the States of Ohio, 
Illinois, Indiana, Wisconsin, Michigan, 
Kentucky, Missouri, Minnesota, Iowa, 
Nebraska and Kansas. 

Mr. Bullock, who is well known in 
the hardware trade, will have his head- 
quarters at 174 North Market Street, 
Chicago. This address will also be the 
Chicago headquarters of Landon P. 





Smith, Inc. 
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Fire Prevention Week 
Is Set for Oct. 3-9 


United States Chamber of Com- 
merce Announces Plans Have 
Been Made for National 


Observance 


President Coolidge issued a procla- 
mation designating the week of Oct. 3 
to 9 as National Fire Prevention Week 
and coincident with the issuance of this 
proclamation the Chamber of Commerce 
of the United States announces that 
plans have been prepared for a nation- 
wide observance. 

Reports received by the chamber 
show that in hundreds of communities 
programs for the week are being 
worked out under the leadership of 
chambers of commerce and similar or- 
ganizations, with the assistance of pub- 
lic officials, school authorities, the press 
and other groups. Fire prevention ex- 
perts throughout the country are lend- 
ing assistance. 

The National Fire Waste Council, 
which includes in its membership many 
of the outstanding fire prevention and 
fire protection engineers of the coun- 
try, will meet in Washington Sept. 29. 
At that time it is expected that plans 
will be consummated for carrying on a 
fire prevention campaign through the 
year following Fire Prevention Week. 
The experience of the Inter-Chamber 
Fire Waste contest, which is sponsored 
by the council and the insurance de- 
partment of the United States Chamber 
of Commerce indicates that local fire 
losses have been reduced when con- 
tinuous programs were carried on. 





Herbert Farr Now with 
Barrett Hardware Co. 


Herbert Farr, well known in retail 
hardware circles, is now in charge of 
window display and advertising for the 
Barrett Hardware Co., Joliet, Ill. 

Mr. Farr was until recently identified 
in a similar capacity with the Tremont 
Hardware Ce., New York City, and was 
closely associated with educational ac- 
tivities of the Manhattan and Bronx 
Retail Hardware Dealers’ Association. 

Herb’s window displays are well 
known to many of our readers and we 
know that pictures of his windows will 
continue to find their way into the col- 
a of HARDWARE AGE from time to 
ime. 





“Wildcat” Publicity Condemned 
By Radio Writers’ Association 


“*Wildcat’ publicity and news mat- 
ter detrimental to the best interest of 
the general public and the radio indus- 
try will soon be a thing of the past,” 
declared Harry LaMertha of the 
Globe-Democrat, St. Louis, who was re- 
elected president of the National As- 





HARDWARE AGE 


sociation of Radio Writers at the an- 
nual meeting held Sept. 17, in Madison 
Square Garden, in conjunction with 
the Radio World’s Fair. The associ- 
ation went on record as opposing mis- 
leading news and feature stories relat- 
ing to radio subjects. 

Captain Stephen L. Coles of the New 
York Herald-Tribune, was elected vice- 
president; Stewart Mahoney of Coun- 
try Gentleman, Philadelphia, treas- 
urer; Arthur Sinsheimer, Dry Goods 
Economist Group, executive secretary ; 
Walter A. Schilling, general secretary. 





Steel Drum Accessories Corp., 
Absorbs Clipper Tool Co., Inc. 


The Steel Drum Accessories Corp., 
Buffalo, N. Y., has acquired the plant 
and good will of the Clipper Tool Co., 
inc., Buffalo, and effective Sept. 1% 
the Clipper Tool Co. discontinued op- 
erations. 

The Steel Drum Accessories Corp.. 
with the management and employees 
formerly of the Clipper Tool Co., Inc., 
will continue and specialize more in 
the manufacture of “Blue” Gates and 
“Blue” Never-Break Saw Vises. 





New Three-Story Addition for 
Sears, Roebuck & Co. 


Sears, Roebuck & Co., of Chicago, is 
building a three-story addition to its 
retail store, located on the south side 
of that city. This store, which is one 
of three in Chicago, opened for busi- 
ness in November, 1925, contains 19,200 
sq. ft. of floor space, of which about 
25 per cent is devoted to hardware and 
auto accessories. 

The new addition will contain 7200 
sq. ft., and is made necessary by in- 
creased business in all departments. 





New Jersey Firm Opens New 
Housefurnishings Department 


The firm of H. Plager & Sons, deal- 
ers in furniture, carpets and bedding, 
190-192 Main Street, Hackensack, N.J., 
announces the opening of a new house- 
furnishings, china and glassware de- 
partment. 

M. J. Simon, buyer for the firm, is 
anxious to receive catalogs and price 
lists from manufacturers and jobbers 
in these lines. 
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Howard W. Lester Dies 


Howard Ward Lester, treasurer and 
general manager, Post & Lester Co., 
Hartford, Conn.; secretary, Veeder 
Mfg. Co., and president, Hall-Thomp- 
son Co., died in Hartford, Monday, 
Sept. 13, following an illness of several 
weeks. He was born June 30, 1873, 
and was one of the most widely known 
men in the automobile accessories in- 
dustry. His unusual personality won 
him a large number of friends. 
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Postal Service Near 
Normal in Florida 


Acting Postmaster General Bart- 
lett Issues Statement Relat- 
ing to Mail Conditions in 
Stricken Area 


Because of the number of inquiries 
being received about the mail delivery 
situation in the storm-stricken area of 
Florida, Acting Postmaster General 
John H. Bartlett has made public a 
number of telegrams from postmasters 
and inspectors relating to mail condi- 
tions along the East Coast. 

The postmaster at Miami reports 
that postal forces are doing everything 
possible to help and that a special serv- 
ice has been installed to aid in locating 
missing people. He also reports that 
service is rapidly returning to normal 
and that the situation is well in hand. 

From Atlanta comes the report that 
on account of crippled wire service no 
information is available at the moment 
as to Pensacola section. Through train 
service has been restored to Key West, 
St. Petersburg, Lakeland, Fort Myers, 
Tampa and Sarasota. Indications are 
that service to other points will be re- 
stored within a few days. 

Orders have been given to postmas- 
ters to put on as much additional help 
as necessary to relieve congestion. 





John M. Janes Dies 


John M. Janes, president of Lane 
Brothers Co., Poughkeepsie, N. Y., died 
suddenly on Sept. 1 at his home in 
that city. 


Two Electrical Appliance 
Manufacturers Consolidate 


Two makes of electric household ap- 
pliances have become merged through 
the recent purchase of Apex Products 
Company, Chicago, by the Apex Elec- 
trical Manufacturing Company, Cleve- 
land. For many years these com- 
panies have been separate firms manu- 
facturing Apex Vacuum Cleaners, Apex 
Washing Machines, Apex Ironers, etc. 

According to C. G. Frantz, president 
of the Apex Electrical Manufacturing 
Company of Cleveland, the purchase 
of the Chicago Apex company means 
an enlarged production of a complete 
line of home appliances under the one 
trade name “Apex.” 





Frank Mappes Appointed by 
Duluth Show Case Co. 


The Duluth Show Case Co., Duluth, 
Minn., announces the appointment of 
Frank Mappes, store engineer, as a 
consulting member of its staff in the 
store engineering division. 
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Supreme Court Grants Millers’ 
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National 


Federation Restraining Order Against 
the Federal Trade Commission 


By L. W. Moffett 


(Washington Bureau of HARDWARE AGE) 


sounding rap on the knuckles for trying to pry into private 


= Federal Trade Commission has just been given another re- 


business. 


In a vigorous and somewhat scathing decision 


handed down on Sept. 22 the Supreme Court of the District of Co- 
lumbia, speaking through Justice Smith, held that the Millers’ Na- 
tional Federation of Chicago is entitled to a restraining order 
against the Commission to prevent the execution of subpoenas call- 
ing for the production of books, records and papers of the Federa- 
tion, which the Commission wanted to inspect in connection with 
its proposed investigation of the milling and baking industries, par- 
ticularly with regard to the cost of bread to the consumer. 


By an interesting coincidence this 
decision was rendered on the eve of 
the departure of Huston Thompson as 
a member of the commission, of which 
he was known as “the stormy petrel.” 
The term of Mr. Thompson, progres- 
sive Democrat, expired on Sept. 26 
after covering a period of eight suc- 
cessive years, the longest term any man 
has ever served on the commission. 

Known as a radical, Mr. Thompson 
had aroused the ire of business in- 
terests of the country because of his 
frequent attacks, particularly on “big 
business,” his pet hobby being verbal 
slams at so-called monopolies. Mr. 
Thompson was always strong for all 
sorts of investigations by the commis- 
sion into business, and contended that 
it had the power to compel the sub- 
mission of books, records, etc., show- 
ing cost of production and such re- 
lated intimate facts. So the decision 
of the District Supreme Court seemed 
to be an ironical bow to Mr. Thompson 
as he left office. 

The courts at different times have 
given the commission sharp rebuffs for 
attempting to compel the production of 
such information as it sought in the 
milling and baking inquiry, which was 
instituted under the Senate resolution. 
In any case, the Supreme Court of the 
United States has said that, while the 
commission had the right to certain 
kinds of information, it had no au- 
thority to go on “fishing expeditions.” 
When this dignified court used that 
undignified phrase it meant that the 
commission could not go outside of the 
direct issues at hand and snoop into 
the affairs of private business. The 
well known Claire Furnace Co. case, 
now before the United States Supreme 
Court for decision, involves the same 
issue, and by some legal authorities it 
is believed the injunction granted in 
the milling and baking case points di- 
rectly to the probable outcome of the 
Claire Furnace case, which concerns 








the attempt by the commission to com- 
pel 22 iron and steel companies to pro- 
duce books showing costs, etc. 

Justice Smith, in the milling and 
baking case, said that the Federation, 
a non-profit organization, is entitled to 
an injunction and administered a sting- 


ing rebuke to the commission. The de-. 


cision said publication of the material 
called for by the subpoenas would con- 
stitute an intrusion in the privacy of 
business and an infringement of consti- 
tutional rights for which the law af- 
fords: no adequate remedy. 

“It appears from the bill for injunc- 
tion,” said the opinion of Justice Smith, 
“that if the letters, papers and docu- 
ments are produced to the commission 
they will be revealed to the public at 
the time and place designated by the 
commission and will be transmitted to 
the Senate, where they will be pub- 
lished and made available for inspec- 
tion by every one as a public record. 

“Such a _ publication or revelation 
constitutes an intrusion on the privacy 
of business and an infringement of 
constitutional rights for which the law 
affords no adequate remedy, and from 
that it follows that the intervention of 
equity is justified. 

“Courts, it is true, will not issue in- 
junctions against administrative offi- 
cers of the Government on the mere 
apprehensions that they will not do 
their duty according to law, but ad- 
ministrative officers must keep within 
the statute in the exercise of their 
powers, and if they threaten or seek 
to do something which is wholly be- 
yond their jurisdiction they will be re- 
strained. 

“Where an administrative agency 
seeks, attempts or threatens to do 
something beyond its jursidiction which 
will constitute an invasion of property 
or constitutional rights, and threatens 
to commence criminal prosecutions to 
compel obedience to its mandates, it 
may be enjoined from commencing 
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such criminal prosecutions. If the com- 
mission may be restrained from bring- 
ing criminal proceedings it can hardly 
be argued that it cannot be enjoined 
from exceeding its jurisdiction and 
doing the things which would consti- 
tute the basis for such criminal pro- 
ceedings. Even corporations will be 
protected against the taking of their 
books and papers by administrative of- 
ficers if no such authority is conferred 
by statute. 

“No mere administrative agency, act- 
ing as such, has any right to invade 
the privacy of business, except as pre- 
scribed by law, and then only within 
constitutional limitations. Indeed, so 
far as natural persons or private cor- 
porations are concerned, it is certain 
that Congress cannot give administra- 
tive officials authority to rummage 
through papers without their consent 
in the hope that evidence may be dis- 
covered useful for a public purpose. 

“The resolution under which the 
commission attempted to act did not 
authorize the commission to compel the 
production of documents or papers, 
and it is unthinkable that the Senate 
intended to clothe the commission with 
power to compel the attendance of wit- 
nesses at Chicago from every part of 
the United States and to force firms, 
partnerships and corporations in the 
milling and baking and allied indus- 
tries to submit their books and papers 
to representatives of the commission.” 

The vacancy in the commission, by 
reason of the expiration of the term of 
Mr. Thompson will, under the law, 
have to be filled by the President with 
a Democrat. The only other Democrat 
on the commission is John F. Nugent, 
who recently was nominated as a can- 
didate for the Senate from Idaho. In 
the event of his election this fall, he 
would leave the commission. 





In a decision just handed down by 
the United States Customs Court, it 
was held that dog chains should be as- 
sessed at 4c. per pound, as contended 
by the affected importers, Schoemann & 
Mayer, Schneider Bros. & Co. and the 
Hudson Forwarding & Shipping Co., 
New York. They had been assessed at 
40 per cent. The court also sustained 
protests of importers, including the 
Hudson Forwarding & Shipping Co., 
A. Hauptman, Inc., the United Import 
Co., B. Lubowsky & Co., Butler Bros., 
Hensel, Bruckmann & Lorbacher and 
A. W. Slater that the proper duty on 
upholstery nails is 1.5c. per pound in- 
stead of the duty of 40 per cent. 
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General Market News 














Hardware Sales Brisk—Collections | !crease in Output of Gal- 


vanized Pails and Tubs 


Reported F alr Production of galvanized sheet meta! 


pails and tubs in July is reported by the 
TAPLE hardware is moving actively in the important market | te antngge a Be mg y on 
centers, and the outlook for a continuation of good business | is a higher output than for the three 
during the balance of 1926 is encouraging. Orders for winter | Preceding months, it is far below the 
goods are accumulating in fair volume, but there is still room for oy pF seca — ge tia 
improvement in this respect. With the exception of minor price | well ahead of production for several 


revisions on highl iti i ili i months, the amount shipped in July 
ghliy competitive items, prevailing price schedules havine been 119,068 desean, valued at 


are showing no tendency toward weakness. $400,285. 








Collections are reported as fair in the . , 
various market centers. Revised Prices on Nesco Products 


A new price list, effective September 15, and affecting its Nesco Oil Cook 
Stoves, Oil Ranges and Ovens, has been issued by the National Enameling & 


1925. The increase over July was 18 
per cent. New construction started in NO. 50 NESCO OVEN ASSORTMENT . 
these 37 States during the eight months Consists of Twelve Assorted Ovens and Substantial Steel Display Rack 
was $4,247,808,000, an increase of 9 | 1—No. 05 Pie Oven—Glass Door 
. No. 5 Pie Oven—Solid Door 
per cent over the first eight months of | 1—No. 010 One Burner—Solid Door 














last year, which was i record. 1—No. 10 One Burner—Glass Door 
Residential a gr 4 oi man 1—No. 020 Two Burner—Solid Door Retail and Zone List Prices as 
. &S, as y 2—-No. 20 Two Burner—Glass Door Above 





a led in August construction, | 1—No. 030 Two Burner—Solid Door 
wi 223, _ | 2—No. 30 Two Burner—Glass Door 
t $223,300,000, or 37 per cent 1—No. 301 Two Burner—Glass Door—With 





Gain in Automobile Stamping Co., Inc., Milwaukee, Wis. The new price schedule is as follows: 
Registration NESCO OIL COOK STOVES (Without High Shelves) 
. . ‘ Nos. Zonel Zone2 Zone3 Zone 4 
Motor _vehicle registration figures | 211 One Burner .................cccecececceecees $9.50 $9.85 $10.00 $10.25 
still continue their upward climb, ac- asa de oe PTT TTT ETE TTT CET CE CCS bape ye et My 
cording to the Bureau of Public Roads | 914 four Burners 222.252.2222, 222I2DITLIIIIL 28100 © 29!00 29550 30.50 
of the United States Department of | 215 Five Burners ................. cece cece eeeeees 39.50 40.70 41.50 42.50 
een, — reports 19,697,832 NESCO OIL COOK STOVES (With Gray Japanned High Shelves) 
vehicles registered in the first six | 212-1102 Two Burners with Japanned High Shelf... 22.75 23.80 24.15 24.80 
— — This is 1,927,141 more 213-1108 Three Burners with Japanned High Shelf. . 28.50 29.85 30.50 31.20 
vehicles than were registered in the 4- our Burners with Japanned Hig elf... 36. 
corresponding period of 1925 or an in- 215-1105 Five Burners with Japanned High Shelf... 49.25 50.90 52.00 53.25 
crease of 10.8 per cent. WITH WHITE VITREOUS ENAMELED eee 7 
States showi j 213-1203 Three Burners ) With White Vitreous 32.50 33.85 4.5 . 
an a "69 oe 214-1204 Four Burners { Enameled Splash Back 41.00 42.40 43.15 44.35 
24.3 = - “: & WITH VITREOUS ENAMELED COOKING TOP AND WHITE VITREOUS 
.» per cent, Mississippi 21 per cent, 
Arkansas 19 per cent and Oklahoma A rane See 
16.7 ” | b 233-1203 Three Burners ..........eseececeeeeeee: 35.50 36.75 37.00 38.25 
4 1 cent. ye etween a Oe. . I MIE ook ccddcnnsceeseasenenesasn 44.50 45.90 46.65 47.85 
an per cent are reported by . 2 eens 
Georgia, Idaho, Nevada and North NESCO OIL RANGES (With Built-in Oven) 
400-I. With Left End Built-in Oven................ 63.00 65.00 67.00 69.00 
Dakota. 400-R With Right End Built-in Oven............... 63.00 65.00 67.00 69.00 
Gross receipts from registration fees, | 500 “ROLO” Interchangeable Right or Left Oven 90.00 94.00 96.00 98.00 
licenses, permits, etc., amounted to LAUNDRY STOVE 
oot 7 ago which is nearly all be | 2212 Two Burners—Galvanized Cooking Top....... 17.50 1825 18.50 19.00 
used for road purposes. State highway GRAY JAPANNED HIGH SHELVES 
funds were allocated $179,531,469, local | 1199 yor Two Burner Stoves 5.25 5.55 5.65 5.80 
ee — on = ay ov 1103 For Three Burner Stoves...............-----. 6.50 6.85 7-00 7.20 
1S e used tor payments on sta 1104 For Four Burner Stoves.........sseeseeeeee: ; : , , 
and county road bonds. 1105 For Five Burner Stoves............eeeeeeeees 9.75 10.20 10.50 10.75 
WHITE VITREOUS ENAMELED SPLASH BACKS 
1203 For Three Burner Stoves. .....cccccccccccccce 10.50 10.85 11.06 11.25 
B ‘Idi Co ° M k EBOG WOR WOE TTROD BOGOR. cc cc cccccceccccccees 13.00 13.40 13.65 13.85 
ul ing nstruction aAKES ROCKWEAVE WICKS (Rockweave Wick Cleaners) 
BESS POOGWORVO WIGNO 6c cceccccccscsvss Per dozen 3.00 3.00 3.06 3.00 
Another Increase 1 Rockweave Wick Cleaners.......2.! Per dozen 3.00 3.00 3.00 — 3.00 
In contrast with the declining ten- NESCO OVENS 
dency of preceding months, August | 05 Pie Ovens—Solid Door..............eeeeeeee. 2.00 2.10 2.20 2.30 
. ° 5 Pie Ovens—Glass DOor........ccccccccccccess 2.15 2.30 2.40 2.50 
construction in the 37 States east of | $19 One Burner—Solid Door......22/11122222220) 350 3.75 3.85 4.00 
the Rocky Mountains amounted to | 10 One Burner—Glass Door...........-eceeeeees 3.75 4.05 4.15 4.30 
$600,808,000, according to F. W. Dodge aoe Two Burner — Solid Door heehee Reanen eee s ‘2 4.56 4.75 4.90 
; ; wo urner— ass re ee ee a ee a , . . e 
Corporation. This, the second largest | 939 two Burner—Solid Door..................--. 4.90 5.20 5.40 5.60 
monthly total ever recorded, was 2 per | 30 Two Burner—Glass Door...........eeseeeeee 5.20 5.50 5.70 5.90 
n — 0301 Two Burner—Solid Door—With Thermometer ; ' . : 
Cont Under the largest month—August, | oot! ive Dusmee—Glase Doer—With Thermometer 6.40 6.70 6.90 7:10 
Public works and utilities at $125,700,- herenameter 
000, commercial buildings at $81,350,- Twelve’ Ovens—Steel Display Rack—Colored Display Stand 
000, industrial buildings at $68,300,000, | nog, Zone1l Zone2 Zone3 Zone 4 
and educational buildings at $42,100,- | nraLER’S NET COST............000eece cere eee $33.50 $36.50 $38.00 $42.25 








000 were the principal other groups. 
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Sales Satisfactory in New York— 
Collections Are Fair 


volume during the past week, according to wholesalers in the 


wk in the New York market have maintained a satisfactory 


metropolitan area, and it is expected that September business 
will equal that for the same period last year. 


The demand for staples continues consistent. 


Orders for winter 


goods are steadily becoming more and more of a factor, although 


there is still much room for improvement in this respect. 


It is 


pointed out that the tendency on the part of certain retailers to 
postpone the filling of their winter requirements may eventually re- 
sult in their experiencing difficulty in securing prompt shipments. 

Prices are displaying no tendency toward weakness, although 
as usual, house changes, designed to meet competitive conditions, 


were frequent. 


Collections are said to be fair. 





Fair Demand for Snow 


Shovels 


Although the demand for snow shov- 
els for future delivery is not quite up 
to expectations, according to certain of 
the wholesalers, the accumulation of 
orders is growing in volume. Stocks 
are generally sufficient, and prices 
firm. 

JOBBERS’ QUOTATIONS TO RE- 

TAILERS, F. 0. B. NEW YORK: 

Snow shovels, long handle steel, $4 
doz.; snow shovels, long handle steel, 

in lots of 6 doz., $3.75 doz. 

Galvanized snow shovels, $10 doz.; 

Menzie, $9.60 doz. Snow pushers, 30 

x 12 in., $3.11. 


Garage Sets in Good Demand 


Garage sets and door holders are 
particularly active in the New York 
market. Prices are firm. ' 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F. 0. B. NEW YORK: 

Garage sets, No. 1775J and 1776J, 
$2.50 per set. In lots of six or more, 
$2.25. 

Garage door holders 1774J, $1.65 per 
pair. In lots of six or more pairs, 
$1.50. 


Turps in Good Demand; 


Prices Firm 


The turpentine market remains prac- 
tically stationary, with wholesalers 
quoting $1 per gal. ex-stock, and $1.03 
delivered in small lots. Rosin in vari- 
ous grades is quoted as follows: B, 
$15.25; D, $15.50; E, $16; F, $16.50; 
G, $16.50; H, $16.60; I, $16.60; K, 
$16.60; M, $16.60; N, $16.65; WG, 
$16.95, and WW, $17. Rosin oil, first 
run, 80c.; second run, 85c., and third 
run, 90c. 

Tar, kiln, $15.50; tar, retort, $15.50, 
and pitch, $8.50 to $10. 





Sash Cord Moving Well in 
New York 


The demand for sash cord is fairly 
active in the Metropolitan wholesale 
area. Prices are holding, and stocks 
are sufficient. 

JOBBERS’ QUOTATIONS TO RE- 

TAILERS, F. O. B. NEW YORK: 


Sash cord, Samson, Spot No. 8, 68c. 
to 70c. per lb. Phoenix, No. 8, 38c. 
per lb. Cachem, No. 8, 38c. per Ib., 
and Aetna, No. 8, 29c. per lb. No..7 
takes lic. per lb. advance, while No. 6 
is 3c. per lb. higher. 





Weatherstrip Particularly 
Active 


Weatherstrip is among the active 
items in the New York wholesale mar- 
ket, jobbers state. Prices are firm, and 
stocks sufficient for current require- 
ments. 

JOBBERS’ QUOTATIONS TO RE- 

TAILERS, F. 0. B. NEW YORK: 

Wirf’s weatherstrip, 500 ft. on reel, 
maroon, $48.50 per 1000 ft. White, 
$60 per 1000 ft. 


Nero weatherstrip, 500 ft. on reel, 
$36 per 1000 ft. 
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Good Sale of Bolts 


A fair demand for bolts was re- 
ported in the New York wholesale mar- 
ket during the past week. Prices are 
generally firm. 

JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F. 0. B. NEW YORK: 

Machine bolts, *% by 4 and smaller, 

40 and 10 per cent off list. Machine 

bolts, longer and thicker, 40 and 10 

per cent off list. 

Common carriage bolts, *% 6, 
and smaller, 40 off list; larger and 
longer, 40 off list. 

Stove bolts, 80 and 10 off list. 

Lag screws, 50 and 7% off list. 





Serew Prices Firm 


The New York screw market is firm 
with a good demand. Stocks are gen- 
erally adequate. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F. 0. B. NEW YORK: 

Discounts on wood screws: Iron 
Bright, Flat Head, 77% per cent; Iron 
Bright, Round and Oval Head, 75 per 
cent; Iron Blued, Round Head, 75 per 
cent; Brass, Flat Head, 75 per cent; 
Brass, Round and Oval Head, 7215 
per cent. 

These discounts apply to revised 
list of June 24, 1922. 

EX TRAS—20-10-10-5 per cent. 





Growing Demand for Shovels 


There has been no abatement in the 
demand for shovels in the New York 
wholesale market. Prices show no ten- 
dency toward weakness, and stocks are 
sufficient for current requirements. 

JOBBERS’ QUOTATIONS TO RE- 

TAILERS, F. 0. B. NEW YORK: 


Fourth grade shovels, plain, full 
pole, D & L handle, $13.09 per doz.; 
in 5 doz. lots. 5 per cent off. 

Socket shovels, full poles, D or long 
handles, $13.69 per doz.; in 5 doz. lots, 
5 per cent off. 





Rosin and Acid Core Solder 
Active 


A fairly brisk demand is reported 
for rosin and acid core solder in the 
New York wholesale market. Supplies 
are fair, and prices firm. 

JOBBERS’ QUOTATIONS TO RE- 

TAILERS, F.0.B. NEW YORK: 


One-lb, spools, rosin and acd core, 
70%4c. per lb.; 5 Ib. spools, 65%c. per 
lb.; 10-lb. spools, 65c. per Ib.; 20-Ib. 
spools, 64c. per lb. 





Corrected Prices on Screen Wire Cloth for 1927 


In the price schedule on screen wire cloth appearing in HARDWARE AGE of 
Sept. 16, a typographical error made it appear that the jobber’s price to 
the retailer on Black Screen Cloth, 12 mesh, was $1.25 per 100 ft., New York 
Stock, and $1.20 per 100 ft., Factory, whereas prices generally quoted are $1.85 


and $1.80, respectively. 


Prices should have appeared as follows: 


Screen cloth 


I iat a ie ta wk at os 
i a Eh a a 
EES See ee 
rh a si ta al 


EE a ee 
OO eee ; 

Bronze (Bright) 
Bronze (Bright) 


Ee lie he 


Sree GAME.) oo cccccces: 


a. 68 4:8) 8 @6. 0608 02 22 8. 


2s & 6 @ 


N. Y. Factory 

. Stock per Stock per 

Mesh 100 sq. ft. 100 sq. ft. 
pa ae $1.85 $1.80 
is 2a 2.05 2.00 
— 2.45 2.40 
sa. 2.75 2.70 
14 5.00 4.80 
—— 5.50 5.30 
>. 5.50 5.35 
ve ae 6.00 5.85 
——— 5.65 5.50 
6. 6.00 


ce . 16 15 
F.o.b. factory. Copper and bronze freight allowed up to 50c. per Hrd. lbs. 
Extras, 18 and 20 in. widths, plus 15c. per 100 sq. ft.; wider than 48 in., plus 


3dc. per 100 sq. ft.; 50 lineal ft. rolls, plus 10c. per 100 sq. ft. 


plus 5c. 


Boxes or crates, 





UMI 
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Steady Improvement Noted in Chicago 
Hardware Mar ket—Collections Good 


_Loud Speakers.—Western Electric 
No. 522W, $2.50 list. Discount, 30 
per cent. 

FILES.—Reports show a satisfactory 
volume of business and prices are firm. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: American files, 60-10 
per cent off list; Nicholson files, 50 
per cent off list; Black Diamond files, 

40-10-5 per cent off list. 


GALVANIZED WARE.—Quite a fall 
demand for tubs despite the increase of 
the wet wash and washing machines. 
No price changes. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Standard galvanized 
after-made tubs, No. 1, $6.00; No. 2, 


(Chicago office of HARDWARE AGE) 

EPORTS from various sources indicate a gradual but steady 
improvement in business. There seems to be a growing 
tendency among the dealers to buy in slightly larger quanti- 
ties and a little farther ahead than has been evidenced at any 
previous time this year and while stocks of merchandise are still 

relatively light there is a good volume of replacement orders. 
Fall and winter merchandise is now moving well and the demand 
is growing with the closer approach of colder weather. The amount 
of business being placed for spring delivery so far has been some- 
what disappointing on practically all summer items with the ex- 
ception of lawn mowers. However, during the past week future 


buying of other merchandise has started to develop, and while the $6.86; No. 3 $3.00; gai95ats, Balvanized 
volume to date is not large it is very promising. a" 2,60; 5 eal. Salvanized y- 


dozen; 1 bu. galvanized baskets, $6.20 
dozen; No. 26 % bu. bailed galvan- 
ized measures, $4.50 dozen. 


GARDEN HOSE AND LAWN 
SPRINKLERS.—A fair volume of or- 
ders for spring delivery is just begin- 
ning to develop. 


Prices on all hardware items are reported as “firm to strong” 
with the lone exception of builders’ hardware which still retains 
its “sub-basement” position, although there is a marked increase 
in the demand. Solder shows the only actual price change—an ad- 
vance of $3 per 100 lb., due to the higher price level of tin. One 


maker of sheets has announced an increase of $2 per ton and - We quote from jobbers’ stocks, 
ae . . . .0.b. icago: arden , 

other makers are expected to take similar action which will prob- lite an beak, in, 6 oe 

5g-in., 12c. per ft.; 34-in., 138c. 


ably be followed by higher quotations by the jobbers. ft: 
AUTOMOBILE ACCESSORIES.— “a -in., 


5-ply, good quality, wrapped, 
9c. per ft.; %-in., llc. per ft. 
Lawn sprinklers, Rail King $28 doz. 
Original fountain sprinklers $6 doz. 








While the current demand has dropped 
off fall and winter items are beginning 
to move. 


We quote from jobbers’ 
f.o.b. Chicago: 

Spark Plugs.—Splitdorf, for Fords, 
50c. each; regular, 58c. each; Cham- 
pion X, 45e. each; Champion Blue 
Box line, 53c. each: A. C., 53c. each; 
lots of 100, 50c.; A. C. Special Ford, 
36c. each. ; 

Spot Light. — Appleton No. 3280, 


stocks, 


Jacks.—National Standard, No. 21, 
$1.10 each. 

Pumps.—Rose, 1% in. cylinder, 

Chains.—Non-skid, dozen pair lots, 
35 per cent discount. 

Tires and Tubes.—30 x 3%, over- 
size cord tires, $10.50 each; regular 
cord, $7.45 each; gray inner tubes, 
30 x 3%, $1.50 each; red inner tubes, 
30 x 3%, $1.75 each. 


AXES.—There is a good volume of fall 
business and prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First ewe ge 
bitted unhandled axes, 3 to , $14 


doz. base; double bitted, $19. ‘doz. 
base; good quality black unhandled 
-axes, same weight, single bitted, $13 
.doz. base; single bitted handled axes, 
‘$15.50 to $24 per doz., according to 
-quality and grade of handle; special 
unguaranteed handled axes, $12 per 
doz. base. 


‘BOLTS AND NUTS.—tThere is no 
change in prices and sales are good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Carriage bolts, cut 
thread 45-5 per cent discount, small 
carriage bolts, rolled thread, 50-5 per 
cent discount; machine bolts cut 
thread, 50-5 per cent discount: small 
machine bolts, rolled thread, 50-10-5 
per cent discount; all stove bolts, 
75-5 per cent discount; lag screws, 
60 per cent discount. 


BUILDERS’ HARDWARE. — Prices 
continue at a low level while sales show 
some slight improvement. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 3% x 3% steel butts, 
old copper and dull brass finish, 





$1.92 per doz. pair; 4 x 4 steel butts, 
old copper and dull brass finish, $2.70 
per doz. pair; heavy steel bevel in- 
side sets, $5.50 per doz. sets; steel 
bit-keyed front door sets, $1.50 per 
set; wrought brass bit-keyed front 
door sets, $3.00 per set; cylinder front 
door sets, $7.00 per set. 


CHAINS.—There is an_ increasingly 
good demand and prices are firm. 


We =. Ania jobbers’ stocks, 
f.o.b. Chica % in. proof coil 
chains, $8. 50° oar 100 lb. Henso Bull 
Dog and Brown coil chains, 50-10 per 
cent discount. No. 00-41% electric 
welded cow ties, $2.75 per doz. 


COPPER RIVETS & BURRS.—tThe de- 
mand is much better than during the 
summer months. Prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.ct. Chicago: Copper rivets and 
burrs, 40 per cent discount. 


EAVES TROUGH AND CONDUCTOR 
PIPE.—Orders are being received in 
good volume. Prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 28 gage_ single bead 
lap joint gutter, 5 in., $4.50 per 100 
ft.; corrugated conductor pipe, 3 in., 
$4.80 per 100 ft.; plain ridge roll, 1% 
in., $4 per 100 "ft. corrugated con- 
ductor elbows, 3 in., $1.51 per dozen. 


ELECTRICAL AND RADIO MER- 
CHANDISE.—No price changes. De- 
mand increasing as dealers begin to 
stock for fall trade. 


We quote from jobbers’ 
f.o.b. Chicago: 

Electrical Merchandise. — No. 14 
rubber covered wire, $7 per 1000 ft.; 
in 1000 ft. lots, $6.50. No. 18 lamp 
cords, $14.25 per 1000 ft.; in 1000 ft. 
lots, $13.65; % in. brush brass key 
sockets, 15lee. each; two-way plugs, 
45c. each: in lots of 10, 40c. each; 
two-piece attachment plugs, § 12c. 
each; dry cells, boxes of 50, 32c. each; 
less than case lots, 36c. each. 

Radio Supplies.—Radio B batteries, 
No. 766, $1.40 each; No. 767, $2.62 
each; No. 770, $3.33. each; No. 772, 
$3.62 each; No. 486, $3.85 each. 

Battery ‘Chargers.—Apco line, lots 
of less than 10, $13.50 each net. 


stocks, 





GLASS AND PUTTY.—Dealers are or- 
dering frequently in small quantities 
making a very satisfactory total vol- 
ume of sales. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Single strength A, 25 
in. bracket 85 per cent discount; 
single strength A, 34 to 40 in. bracket, 
82 per cent discount; single strength 
A, all other brackets, 81 per cent dis- 
count; double strength A, all sizes, 
82 per cent discount; double strength 
B, up to 4 in., 87 per cent discount; 
balance, 85 per cent. Putty, pure 
grades, $3.75 per 100 lb.; commercial, 
$3.40 per 100 lb. 


HATCHETS.—Quieter demand is re- 
ported. No recent price changes. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First ey hatch- 
ets, No. 2 shingling, $12.50 doz.; pe 
quality hatchets, No. 2 broad, $16.4 
doz.; medium quality hatchets, No. 2 
shingling $8 dozen; medium quality 
hatchets, No. 2 broad $12.50 dozen. 


HANDLED HAMMERS.—Prices are 
firm but with no changes. 
very active. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality 16 oz. 
nail hammers, $12 dozen; Maydole, 
$12.60 a dozen; 16 oz. machinists’ 
hammers, first quality, $9.20 dozen; 
Competitive grade, 16 oz. nail ham- 
mers, $6 to $8. 


HANDLES, AGRICULTURAL.—There 
is a good volume of orders for spring 
delivery comparing favorably with this 
time last year. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 
Hay Fork Handles. — Straight- 


chucked and bored, ys ey xe 
A .» $6. 


4l, , or 40 doz.; 5 fie ° S 36° doz. ; 
xX, 4% $2.65 iy 5 ft., $3.10 doz. 
Hay Fork Handles.—Bent- chucked 
and bored, best grade with strap, 
ferrule and cap 4% ft., $8.25 doz.; 
5 ft., $9.35 doz.; _* bent, By strap, 
ferrule and cap, $6.0 4 
ft., $6.25 doz.; ex ey 446 = "$4.95 


Sales are 
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doz.; 5 ft., $6. 25 doz.; X bent, 4% 
ft., “$3. 25 doz.: 5 ft., $3.75 doz. 
Manure Fork Handles. 7 aM best 


grade, 4 ft., $5.25 doz.; 4% f $5.60 
doz.; XX bent 4 ft., $4.55 ia 4, 
ft., $4.80 doz.; bent, 4 ft., $2.85 doz.; 
41, ft., $3.25 doz. 

Garden Hoe Handiles.—XxX, 4% ft., 
$3.80 doz.; X, 4% ft., $2.65 doz. 


Garden ‘Rake Handles.—XX, 5% ft. 
$3.80 doz.; X, 4% ft., $2.65 doz. 

Garden Rake Handles. XX, 5% ft., 
$5.60 doz.; X, 5% ft. $3.55 doz. 

Shovel Handles. — Regular pattern, 
XX, 4% ft., $6.50 doz.; X, 4% ft., 
$4. 30 doz.; D “OT best grade, $8.75 
doz.; X grad e, $6.6 

Spade Handles. adh "Seedien. best 
grade, $8.60 doz.; grade, $6.60 doz. 


HANDLES, TOOL.—There is a good 
demand and prices are firm. 


We quote from jobbers’ 
f.o.b. Chicago: 

Axe Handles.—No. 1 hickory, $4 
doz.; No. 2, $3 doz.; second growth 
hickory, $5 doz.; finest selected sec- 
ond growth hickory, $6.50 doz. 

Hatchet and Hammer Handles.— 
No. 1, 90c. doz. finest second growth 
hickory, $1.80 doz. 


HINGES.—tThere is a noticeable in- 
crease in the demand while prices still 
remain at a low level. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Heavy strap hinges 
in bundles, 4-in., 90c.; 5-in., $1.20; 
6-in. $1.12; 8-in., $1. 90; 10-in. $3. 87 
per doz. pairs; extra heavy T hinges, 
in bundles, 4-in., $1.40; 5-in., $1.46 
6-in., $1.32; 8-in., $2. 30: 10-in., $3. 30 
per doz. 


ICE CREAM FREEZERS.—Practically 
no future buying is reported as yet. 


We ete from jobbers’ stocks, 
o: White ge ye 1 qt., 
‘ $5.60 list; $6. 75 
list; 4 qt., $8.25 list; 6 at., $16.45 list; 


stocks, 


st: 
$8, 60 list; 8 at., 11.10 list. All the 
above less 50 per cent ag 
Alaska, 1 at., $2.95 list; 2 qt., $3.4 
list; 3 qt., $4.10 list; 4 qt., $4 list: é 
qat., $6.30 list; 8 qt., $8.20 list; 10 i? 
$10.75 list; 12 qt., $14 list; 15 qt., 
list; 20 at., $21. 50 list. A discount of 
20 and 10 per cent on all above prices. 
Acme 2 aqt., galv., $8 doz.; 2 qt., 
enamel, $10 per doz.; 4 qt., ‘enamel, 
$18 per doz. Above prices are net. 


ICE SKATES.—Sales are very good 
and are running about the same as this 
time last year. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Key Clamp, Rocker, 
Men’s and Boys’, bright finish, 75c. 
pair. Half Key Clamps, Rocker, 
Women’s and Girls’, $1 pair; Key 
Clamp, Hockey, Men’s and Boys’, 
$1.20 pair; Half Key Clamp, Hockey, 
Women’s ‘and Girls’, $1.40 pair; Tub- 
ular Skates Men’s or Women’ s, 
Racer or Hockey, $5.50 pair. 


LANTERNS.— The demand 
good. Prices are unchanged. 


We quote from jobbers’ Stocks, 
f.o.b. Chicago: Dietz D-Lite, $13 doz. 
with large fount, $14.25 dozc Little 
Wizard, $8.50 doz.; Blizzard, $13 4 


LARD PRESSES AND SAUSAGE 
STUFFERS.—Sales are growing better 
as colder weather approaches. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Enterprise No. 5, 
4 qt., $8.00 each; No. 31, 6 at., $8.65 
each; No. 35, 8 at., $9.50 each. 


LAWN MOWERS.—Future orders for 
spring delivery continue to be received 
in good volume. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Lawn Mowers.—16 in. ball bearing, 
5-knife, 1l-in. wheels, $12.35 each; 
in. ball bearing, 4-knife 10%-in. 
ee $10 each; 16 in. plain bear- 
ing 4-knife, 10% - in. wheels, $8.65 
each; 16 in. ball bearing, 4- knife, 
9-in. wheels, $7.85 each; 16 in., plain 
bearing, 4- knife, 9-in. ‘wheels. $7.35 
each; 16 in. ball bearing, 4- knife, 8- 
in. wheels, $8 each; 16 in. plain bear- 
ing, 3- knife, 8-in. wheels, $5.85 each. 


is very 
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NAILS.—The market shows quite a 
strong tone with a good volume of or- 
ders, especially replacement business. 
We mel from jobbers’ stocks, 
f.o.b. Chicag 


temenmen "" a and cement-coated 
nails, $3.05 per keg base. 


PAINTS AND OILS.—Sales are re- 
ported at good and there is no change 
in prices. 


We quote from jobbers’ 
f.o.b. Chicago: 

Linseed Oil.—Raw, barrel lots, $1.03 
per gal.; 5 barrel lots $1.00 per gal. 

Linseed Oil.— Boiled, barrel lots, 
$1.06 per gal.; 5 barrel lots, $1.01 
per gal. 

» ine cena -—Drum lots, $1.07 per 


stocks, 


ea 
Denatured Alcohol. — Barrel lots, 
45c. per gal.; steel drums extra, $6, 


returnable. 

White Lead.—500-lb. lots $13.73 
per 0 Ib., rs 100-lb. lots, $14; 
50-lb. lots, $7.2 25-lb. lots, $3.65; 
12%-lb. lo 


. lots, $1. 5. 
Shel lac.— (4% -Ib. cuts), white, $2.60 
per gal.; orange, $2.30 per gal. 
English Venetian Red.—lIn barrels, 
$3.50 to $6.75 per 100 Ib. 
Dry Paste.—Barrel lots, 7%c. per Ib. 


PYREX WARE.—The demand is in- 
creasingly good as the fall season ap- 
proaches. 


We quote from jobbers’ 
f.o.b. Chicago: 

Bread Pans.—No. 212, $7.20 dozen; 
No. 214, $12 dozen. 

New Handled Casseroles. — Round, 
No. 622, $12 doz.; No. 623, = doz.; 
Oval, No. 632; $12 doz.; ‘ 
doz.; Shallow Oval, No. 642, $13 doz.: 
No. 643, $14 doz. 

Pie Plates.—No. 208, $6 doz.; No. 
209, $7.20 doz. 

Tea Pots.—2 -cup, $21 doz.; 
$24 doz.; 6-cup, $28 doz. 

Utility Pans.—No. 231, $8 doz.; No. 
232, $14 doz. 


ROPE.—There is a good demand and 
prices are unchanged, though with a 
decidedly strong tone. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 1 manila, stand- 
ard brands 22'%c. to 23c. per lb.; No. 
2 manila, 21¥%c. per Ib.; No. 1 sisal, 
15i%c. per Ib.; No. 2 sisal, 14%4c. 
per Ib. 


SASH CORD.—Sales are actively good 
and prices firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 7 standard brands. 
$8 per doz. hanks; No. 8, $9.15 doz. 
hanks. 


SASH PULLEYS.—The demand is fair. 
There are no price changes. 


We quote from jobbers’. stocks, 
f.o.b. Chicago: Common sash pulleys, 
50c. doz.; barrels, 54c. doz.; Common- 
sense, 2 in., 60c. doz.; barrels, 54c. 
os No. 105, 46c. doz.; barrels, 42c. 

OZ. 


SCREWS.—A very satisfactory volume 
of orders is being placed. Prices are 
unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Flat head bright 
screws, 771%4-20-10 per cent new list: 
round head blued, 75-20-10 per cent 
new list; flat head brass, 75-20-10 per 
cent new list; round head brass, 
72%-20-10 per cent new list. Jap- 
anned, 70-20-10 per cent new list. 


SOLDER AND BABBITT METAL.— 
Prices are up again following the very 
high tin market. 


We quote from jobbers’ stocks, 
f.o.b. Chicago; Warranted 50-50 
solder $46 per 100 lb.; medium 45-55 
solder $45 per 100 lb.; tinners’ 40-60 
solder, $44 per 100 Ib.: high speed 
babbitt metal $20 per 100 lb.; stand- 
_ No. 4 babbitt metal, $14 per 100 


STEEL SHEETS.—The demand is good 
and ge show no change. 


} tee from jobbers’ stocks, 
f.o. My hicago: 28- -Bage galvanized 
sheets, $5.30 per 100 lb.; 28-gage black 
sheets, $4.20 per 100 Ib. 


stocks, 


4-cup, 
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TRAPS.—There is a good demand 
which is steadily increasing as colder 
weather approaches. 


We quote from «xy stocks, 
f.o.b. Chicago: No. 0, $1.10 doz.; No. 
1, $1.38 yf No. 1%, go a4 doz.; No. 
2 $3.36 doz. 


WIRE PRODUCTS.—Sales are normal 
with stronger tone to prices, no recent 
changes. 


We quote from jobbers’ meeue, 
f.o.b. Chicago: Wire staples, No 
black annealed wire, $3.05 per 100 ib. 
No. 9 galvanized plain wire, $3.50 per 
100 lb.; catch weight spool galvanized 
cattle or hog wire, $3.75 per 100 Ib.; 
80 rod spool of galvanized hog wire, 
$3.25 per spool. Polished fence 
staples, $3.50 per 100 lb. Wire cloth, 
black, 12-mesh, $1.65 per 100 sq. ft.; 
galvanized, 12-mesh $1.95 per 100 sq. 
t.; bronze, 14-mesh, $5.75 per 100 sq. 
ft. Galvanized poultry netting: Gal- 
vanized before made, 57%-5 per cent 
discount; galvanized after made, 
5214-5 per cent discount. 


WRENCHES.—Prices are firm and 
sales very satisfactory. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Agricultural wrenches, 
60-10 per cent’ discount. Coes’ 
wrenches, 40-10 per cent discount; 
engineers’ wrenches, 50-10 per cent 
discount off new list; Trimo, 65-10 
per cent discount. 

Snap-on Wrenches. — Radio and 
Electrical Set, in metal case, $2.75; 
No. 101 Master Service Set, $13.75; 
No. 202 Heavy Duty Set, $8. 80; No. 
404 Flexible Socket Set, $7. 50; No. 608 
Crankcase Drain Plug Socket, $3.20; 
No. 900 Square Socket Set, $3. 70: No. 
1878 Giant ‘‘Snap-on,”’ with extra 
heavy duty ratchet, $27.35. All 
Snap-on Wrenches less 33% per cent 
discount. 


Electric Hand Plane 
for Builders 


An electric hand plane is 
manufactured by the Wappat Gear 
Works, Pittsburgh, Pa., for use on 
doors and sash. 

The cutting is done by a jointer head, 
which is driven by gears from the 


being 


motor. The motor is 3/10 hp. universal 
type, and operates off any light socket. 

A short shoe at the front of the plane 
and just ahead of the cutter can be 
raised or lowered by turning a knob 





with the left hand, thereby regulating 
the depth of cut. A graduated dial at 
the base of the knob enables the oper- 
ator to set for any cut from 0 to &% in. 
This adjustment feature is unique in 
that by turning the knob forward or 
backward while advancing along the 
material, it is possible to vary the depth 
of cut and smooth out humps and hol- 
lows in one stroke. 

Another interesting feature is the 
bevelling attachment, which can be set 
to cut accurately any required bevel on 
the edge of the door or sash. 

The body of the tool is aluminum and 
the total weight is 19 lbs. It is easy 
to handle and simple to operate. The 
high-speed steel blades in the cutter 
are easily removable for sharpening. 
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Fall ‘Trade Is Active in Pittsburgh 
District—Collections Reported Good 


(Pittsburgh office of HARDWARE AGE) 29 x 4.95-20 in. 4 16.35 2.95 

ARDWARE business is still good in this area and seems to} 3jxde2003 G82 3:88 
H be gaining momentum in the items that will find large use| 30% 232-39 im, 4 18.25 3.20 
over the next three to six months. Fall preserving activities | 39%3-77-20 in, 6 27-15 3.95 

are on the usual large scale and everything required for the work is Sse [: =e 
wanted. The movement of loaded shells is still heavy and a good 33x6.20-21 in. 6 28.75 4.35 
many guns are being sold as the hunting season approaches. Re-| 33x620-21in. . 6 3410 485 
tailers also seem to be stocking up on game traps which will soon 340 730020 in 6 6s BO 


be wanted. The demand for radio batteries is so great that it can | BATTERIES.—The demand for radio 
hardly be supplied. These are the most prominent items in the | batteries in the fixing up of sets pre- 


present demand, but there is at least some call for almost every- | P@tatory to the Dempsey-Tunney fight 
has practically cleaned out jobbers 


thing seasonal to this time of the year. Prices are very steady. | 0cr5 and actual they could heme 
The report about collections is still favorable. sold a good many more if manufac- 

The outlook for hardware business over the remainder of the year | turers had been able to make deliveries 
has several favorable assets. One of them is that coal situation in | 28 promptly and as fully as they were 


this and surrounding territories continues to improve, not only as desired. | | 
Jobbers’ quotations to. retailers 


far as sales are concerned, but also in the matter of prices. good f.o.b. Pittsburgh: 


. ; ini 1 i ; ; ; Broken Unit 
deal of West Virginia coal is being sold for export and this district Prin cone a 
is getting some foreign business in gas coal. This demand, which —" one ones 
is occasioned by the strike of the British coal miners, taken in con- SS. Bepepoecece 1.22 1.14 
. ° ° ° ° ° Dt) BE henes enews 1.32 1.22 
junction with the normal increase that comes at this time of the No. 766 ......-.... 1-40 1.30 
year in domestic and industrial requirements and the stocking of No. 772 12.20.2211 2562 2.44 
coal for winter is bringing into production a good many idle mines| No 44) ccc: &f8 et 
and giving increased operations to a number of mines that were on a Oe ee 


. ; . kages, 32 h: broken, 36c. 
a part time basis throughout the summer. Hardware jobbers who Pa rlashlight. pat ag ig 2 rage Ree 


do a good deal of business with the coal mining companies have noted 950, 10%; No. 790," 22¢.; No.” 705. 

° — » ° 21%4¢.; No. 750, 18¢.; 751, 24c. 

an appreciable gain in sales during the past few weeks. - yldot ‘Shot:—No. 1461. $1.10; No: 1662, 

i I : ingots 

The steel industry continues busy September output of ing eneoe ake paumuieen 
for this and nearby districts shows a slight increase over that for | guppies The call for bottles and 
August, although it is doubtful if the total production of steel of the | caps has dropped off considerably in the 
country will show any material change. The more common expec- | past week, but everything else under 


tation is that there will be some slowing down in steel plant opera- | this heading still is in very strong de- 
mand. Call for meat choppers and 


tions in this area in the last quarter of the year, 0 no — —— is cant siden alae aaianies a ae 
it to be so great as to cause any serlous unemployment and wl Oak kegs are very scarce. 











the steel and coal industries reasonably busy there is created an Bottles and Caps.—Quarts, $9.50 per 
© . * e e * ss; Ss, ‘ t ’ : 
earning power in the district that is helpful to all business. Stoppers, $8.25 "aaa duet alae 
’ per dozen. 
AUTOMOBILE TIRES AND TUBES. Sumas Strainer Sets. Eveready, in lozen 
ee the first time in several weeks Tan Gray prt ag, $2 ry AA B, - 
jobbers here note a slowing down in Bie dines oe En sees simi sabi 
the demand. The movement still is we Price Price No. 11023, $1.55: No. 19251, $2.50: No. 
ol 
good, but not quite -_ heavy = it — ia a gis $1.95 $1.55 + AR ney Jars. —Pints, $8. 80 per gross; 
recently. oe Deeeegneen 2:10 1.75 10: 2 
{? 9 55 215 quarts, $10. quarts, $13. 
Dealers’ price for those makes of a ta sh Fle lachahndeaedeial 995 945 Jar Rubbers.—Double lip red, 80c. 
tires and tubes handled by the hard- ee 2 05 9 55 per gross. Reck - 
ware trade follow: oe 2. 2:60 ny See a ge Be 
HIGH PRESSURE TIRES .... 34x 4 eahenmiaeaias 3.35 2.70 doz.; jar wrench, 756. per doz. acon 
, . coe rui resses.—Enterprise, No. 
ats ae _— sx 4% choo Crmwsows ee ecee $6.25 each: Juicy, 3 at., $3.50 each: 
30x 3% Clextra size 10.5000 111) oe cc Me wees Saitek tats eek tee ae ee 
2 - 37 1 etnies igi - ae ED ¢isn0nvernnes 4.15 tees Cider Presses.—Eagle, single tub, 
3] x 4 3 "calli eeetetebicely 15.95 case SPUD ov csuevessveces 4.25 or $12.10 each; Eagle Junior $24; Cant- 
39 ~  preigdeenntete 17.45 oeee DE - seereeetesseees 4.55 cope clog, single tub, $14.85. 
33  hrpeeeeenneeees 18.20 li lis Dn ccadaboeneded 6b 4.65 eves Meat Choppers. —Enterprise, No. 
34 x 4 ESVECEP OLA TAS SSS 19.45 stead cite EEE. 60040 ownbesee ds 4.80 eevee 12, $5.25 each; No. 22, $9; No. 32, $11. 
39 x  ppseebea men 99 45 $28.75 TE siveeesvonesoms 6.25 ning Kraut and Slaw Cutters.—Slaw 
33 x 4i¢ cr eeeeeeeceee 24°65 39,45 OS rere 8.70 ipa cutters, Rapid, $3 per doz.; No. 625, 
oy Giepeenbeanede Of 8b 31.95 | SPPerrrr rere 10.60 neon $3. 60; No. 626, $4.80; Kraut cutters, 
a5 x Ai cr eeeererecees 26.60 . a a7 batetiesbenenees er en 672, $1.15 each; No. 673, $1.35. 
ERAS 27.30 to eo ee en mw — Kegs.— 
ee vehiale 35.50 Balloon Tires Red White White Oak 
icin can im ndicete 33.50 39.25 To fit 19 in., 20 in., 21 in., 22 in., Oak Oak Charred 
DEE Getngaaawiadane siti 41.50 23 in. Rims. 5 gallon ..... $1.30 $1.45 $2.40 
SE eaictenammeeaihes 35.50 42.75 Gray z Fn tees t xt <r 
I Ch. cserressves eens 59.65 Z Ply Casings Tubes NM ceees 
36x 6 nee ERE es 65.25 27 x 4.40-19 in. ‘ $11.25 $2.25 o. 1S, NUTS P rl - - a te 
> & Serre rereeereerrn ewes ° X 4.4U- n. ° ° a 1¢ces 
38x7 1....... eee, 91.6 29x 4.75-20 in. 4 15.00 2:85 sige she dl = 
EE Sucaesandeences 129.25 30 x 4.75-21 in 4 15.75 2.95 are steady and so also is the deman 











50 


We quote out of jobbers’ stocks as 


follows: 
Machine bolts, small rolled threads, 


50 and 10 per cent off list; all sizes 
cut threads, 50 per cent off list, car- 
riage bolts, small rolled threads, 50 
per cent off list; all sizes cut threads, 
45 per cent off list; stove bolts, 7o 
and 10 per cent off list; tire bolts 40 
and 10 per cent off list; nuts, hot 
pressed, square, tapped, in 3 Ib. 
boxes, % in., $16 per 100; 5/16 in., 
$14; 3 in., $11; % in., $10; % in., $10; 
344 in., $8; % in., $7.50; rivets, small 
wagon and tinners, 60 per cent off 
list. 
CARPET SWEEPERS.—There is al- 
ways some demand for carpet sweepers 
and the present is no exception, espe- 
cially as there is more attention to 
housecleaning at this season of the year 
than there is during the summer. Job- 
bers quote: 

Grand Rapids, japanned, $44 per 
doz.; nickeled $48; Universal, $42; 
Standard, $36 

DOG MUZZLES.—The approach of the 
hunting season and the need of keep- 
ing dogs muzzled when not in pursuit 
of game cause a fair demand for muz- 
zles. Jobbers quote: 

Leather adjustable, %4-in., $2.50 per 
doz.; %-in., .60. 

GALVANIZED TUBS AND PAILS.— 
Fall always brings some increase in 
demand for these items and this year 
is no exception to the rule. Jobbers 
quote: 


Pails, 12-qt., $2.50 per doz.; 14-qt., 
$2.85; tubs, No. 2, plain, $7.50 per 
doz.; No. 3, plain, $8.50; No. 22, with 
wringer attachment, $8.25: No. 33 
with wringer attachment, $9.50. 


GAME TRAPS.—Orders are coming 
along in good fashion preparatory to 
the opening of the game season. Prices 
to retailers: 


Coil spring No. 1, $1.28 per doz.; 
Victor, No. 1, $1.38; 3183. Gi No. 1, 


$1.38; jump, No. 1, $1.83; Gibbs, 2- 
trigger, $5 per doz.; single grip, No. 

$1.88; No. 2, $3.35; No. 3, $5.50; No. 
4, $6.70 


GLASS AND PUTTY. — These items 
moving very steadily as they usually do 
at this time of the year. There is still 
considerable irregularity in prices of 
glass. Prices to retailers: 
Glass, single strength, A and B, 84 
per cent off list; double strength, A, 
84 per cent off list; B, 86 per cent off 
list; putty, $6.75 per 100 lb.; glazing 
points, 20c. per Ib. 
GUNS AND LOADED SHELLS.— 
Loaded shells are moving very freely 
and there is a fair call for guns. The 
market in the latter has been some- 
what disturbed by the fact that one 
company after taking business in 1926 
models announced that it had surplus 
material for the manufacture of some 
4000 1925 models, which it offered at a 
substantial concession from the prices 
on the 1926 model. Jobbers quote: 


Shot Guns.—Double barrel, Ithaca 
field, hammerless, -$30.50 each; No. 1, 
$38.30; No. 2, $46.55: Winchester re- 
peating, No. 97, hammer, $31.80; No. 
12 hammerless’' standard, $37.50: 


tournament, $56.85 - 
Loaded Shelis.—Winchester, repeat- 
er, R-76-D, soft, $34.74 per 1000; 
chilled, $36.85. 
HEATING ACCESSORIES. — Move- 
ment of fire shovels, coal hods and 
other heating accessories against early 
orders is reported to be very satisfac- 
tory. Jobbers quote: 


Asbestos.—Sheet mill board, 3/16- 
in. thick, 18 in. x 20 in., 18c. each: 
18 in. x 30 in., 27c.: 20 in. x 30 in.. 
28c.; 22 x 30 in., 3ic.; 24 x 30 in., 
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35c. Fiber in %-lb. packages, $2.40 
per dozen %-lb. packages, $4.50. 
Coal Hods.—Japanned, 16-in., $3.40 
per dozen; 17-in., $3.60; galvanized, 
16-in., $4.65; 17-in., $5; 18-in., $5.50. 
Fire Shovels.—Stamped sheet steel 
japanned, flat handle, 50c. per doz.; 
round handled japanned, 60c. to 


$1.10; galvanized, $1.10. Never 
Break, No. 10, $4.25; No. 16, $4.60; 
No. 20, $4.80. 


Gas Connections.—Lead 12-in., 25c. 
each; 18-in., 30c.; 24-in., 37c.; 30-in., 
40c.; 36-in., 45c. Flexible steel tubing, 
3-ft. lengths, 12c.; 4-ft., 15c.; 5-ft., 
18c.; 6-ft., 22c. Cloth inserted tubing, 


5c. per ft. 

Stove Boards, — Wabash, square, 
paper lined, crystallized, 18 x 18-in. 
$6.25 per dozen.; 24 x 24-in., $7.50; 


26 x 26-in., $8; 28 x 28-in., $9.50; 
30 x 30-in., $10.80; 32 x 32-in., $18.20; 
35 x 35-in., $16.20; wood lined, crys- 
tallized, 24 x 24-in., $12.60; 26 x 26-in., 
$15; 28 x 28-in., $18; 30 x 30-in., $20; 
33 x 33-in., $24; 36 x 36-in., $29. 

Stove Pipe and Elbows.—Polished 
blue nested stove pipe from Pitts- 
burgh warehouses, No. 28 gage, 6-in. 
$15 per 100 joints; elbows, $1.48 per 
dozen. Nickeled stove pipe, 4-in., 85c. 
per joint; elbows, 75c.; collars, 40c. 

LANTERNS. — Very steady demand 
still is reported by jobbers here. They 
quote: 


Acetylene, No. 12, $4.50 each; sport, 
$5.50 per doz.; Dietz Monarch, $8 per 
doz.; Junior, $8.50; Little Wizard, $9; 
Blizzard, $13; D-Lite, $13; dash, $14; 
Junior wagon, $17.25; standard rail- 
road, $8. 


OIL HEATERS.—Really cold weather 
is necessary for a good movement and 
September has not had temperatures 
low enough to make necessary the use 
of heaters. At that, sales are fairly 
numerous. Jobbers quote: 


Nesco, No. 12, $3.75 each; No. 15, 
$4.75 each; No. 016, $5.50 each. Re- 
at No. 20, $4.60 each; No. 30, $6 
each. 


PAINTING SUPPLIES.—Prices are 
the same as they were a week ago. 
Business could be better. 


Prices to retailers: 

Ready mixed paints, best grades, 
$2.85 per gallon; lower grades, $2.25; 
white lead 15%c. per Ib. in 100-Ib. 
lots; 10 per cent less in lots of 500 Ib. 
or more and extra 4 per cent less 
in lots of a ton or more; turpentine, 
$1.07 per gal. in barrel lots; raw lin- 
seed oil, 12.9c. per lb. in barrel lots. 


POULTRY NETTING.— Jobbers are 
waiting on announcement of discounts 
before naming resale prices based on 
the new price list recently issued. The 
new list makes a number of changes in 
prices, but the most important one 
seems to be in No. 16 gage netting, 
which finds extensive use for tennis 
nets. There has been no change in Nos. 
19 and 20 gage in which sales in this 
section are heaviest. The new dis- 
counts are expected some time during 
the first week of October. 


ROOFING PAPER.—Very good call is 
reported for this item. Jobbers quote: 


Apex, light, $1.40 per roll: medium, 
$1.75; heavy, $2.20; Battleax, light, 
$1.20; medium, $1.45: $1.70; 
mineral surface, $2.30. 


SHOVELS.—Steady demand is noted 
for shovels with an encouraging in- 
crease in the demand from coal com- 
panies. Jobbers quote: 
Class C, No. 2 polished, $12 per doz. 
Class B, $14; Class A, $15. 

SLEDS.—Shipments on early orders 
have been good and jobbers here still 
have a good many orders for shipment 
in November. — 


Flexible Flyer No. 1, $3.75 each: 
. 2, $4.75; No. 3, $6; No. 4, $6.50. 
subject to dealers’ discount of 33% 
per cent; Lightning Guider, No. 19, 


heavy, 
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$1 each; No. 20, $1.20; No. 21, $1.40; 
No. 22, $1.60 net. 


SHEET METAL.—Prices are steady 
and there is very fair demand in con- 
nection with fall building activities. 


We quote sheet copper at 23c. per 
lb. from jobbers’ stocks in lots of 
300 lb. or more and 27c. per Ib. in 
single sheets; sheet zinc, 13c. per Ib. 
in loose sheets, 12c. in 100-Ib. casks; 
11.80c. in 300-lb. casks, and 11.80c. in 


600-lb. casks. 

SHEET STEEL.— Mill prices have 
strengthened further since last ac- 
counts with most manufacturers now 
quoting black sheets at 3.10c. (base No. 
24 gage) Pittsburgh, and galvanized at 
3.95c. base, Pittsburgh. This is an ad- 
vance of $2 a ton from the prices an- 
nounced Sept. 1. Warehouse prices 
have been advanced to a corresponding 
extent. 


Prices out of Pittsburgh jobbers’ 
stocks: Galvanized flat, No. 24 gage, 
$4.95 base per 100 lb.; corrugated No. 
28 gage 2% in., $4.54 per square; one 
pass cold rolled black, No. 24 gage, 
$4.20, base per 100 lb. Armco ingot 
iron galvanized flat, No. 24 gage, 

.80; Toncan metal galvanized flat, 
No. 24 gage, $5.80; all for lots of one 
to nine bundles. 


SOLDER.—The market here is firm at 
41% c. per lb. for half and half. 
WINDOW REFRIGERATORS.—There 
is a seasonal increase in the demand 
for this item. 


Jobbers quote: Frigette, $1.85 each; 
Fittsall, $1.60. 


WIRE CLOTH.—Jobbers here continue 
to defer the announcement of resale 
prices based on the new price lists an- 
nounced by one manufacturer on July 
15 last, and by others soon after the 
turn of August. The explanation is 
found in the fact that outside jobbers 
have been conducting aggressive sales 
campaigns and naming prices in the 
territory served by Pittsburgh jobbers 
that were so close to actual costs that 
jobbers here have been disposed to wait 
until the situation changed. Manufac- 
turers are insistent in their assertions 
that the prices they have announced are 
rock bottom for the year. 


WIRE PRODUCTS.—Nails and wire 
are moving very steadily from jobbers 
stocks and, there is a fair amount of 
fence business. Mill prices are holding 
very steady and resale prices also are 
well maintained. 


We quote from Pittsburgh jobbers’ 
stocks: 
Fence Wire: 


(Per 100 Ib.) Annealed Galvanized 


No. 6 to 9 gage..... $3.00 $3.45 
et re 3.05 3.50 
EE eee 3.55 
TS ee ee 3.15 3.65 
Sera ee 3.25 3.80 
i ME eeecuedenatees Mae 4.00 
ER Ne nee 3.55 4.25 
i a ee 4.45 
Barbed wire (per 80-rod spool): 
eR aN $3.00 
ee 3.20 
COPGOG GREED cee scccevsvececees 3.20 
4-point Pt Ciitteete eceeueedad 4 3.50 
2-point cattle (special) ........ 2.25 


Field Woven Wire Fence (per 100 


rods) 

ah Ae ah aaa leat we oa a sd $30.00 

a 54.7 
Poultry: 

DS Re eee oat $35.60 

I ai ok ra aS alate la 43.00 

I i il Ua ia cae ak a 48.50 
Steel Fence Posts: 

DD UE Re 50c. each 

rE U4 a wise eee nee abled Sania 55¢e. each 

OUI dette ibaa biibal tee ee eel ete al 65c. each 


Bright nails, base per keg, $2.95 
to $3. 
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New England Dealers Optimistic Over 
Fall Hardware Conditions—Prices Firm 


(Boston office of HARDWARE AGE) 


HE retail hardware business in New England appears to be 


on a sound economic basis. 


The strongest point in its favor 


is that, with few exceptions, stocks are well assorted but not 


excessive. 


There are no top-heavy spots of importance anywhere. 


There is nothing in this respect to worry the retailer and the job- 


ber. 
liquid and not frozen. 


In other words, stocks, under existing business conditions, are 
Naturally there is a high rate of turnover 


going on in the retail field. The financial position of the retail deal- 


er therefore is steadily growing stronger. 


Collections, which early 


in the month were slightly backward, are coming ahead with a rush 
now. The average retail dealer is giving more attention to display- 
ment of goods and to the needs of the people in the community he 


serves. 


Much improvement can be had along these lines, however. 


That the retail business is on a sound economic basis is further 
attested by the volume of business flowing through jobbing houses. 
A very large share of current buying is for standard merchandise 


needed immediately and a little later in the fall. 


There is, perhaps, 


slightly more doing in futures, but such buying is still a long way 


from active. 


Industrial conditions throughout New England ap- 


pear to be on the mend, and savings banks are gathering more and 
more money all the time, showing that people are thrifty. General 
opinion in hardware circles, both retail and wholesale, is that busi- 
ness will not only be good the remainder of 1926, but that we are 


in for a period of several years of good business. 


Nobody expects a 


boom, and what is more nobody wants a boom. 


BATTERIES.—Nothing but the most 
encouraging reports continue to be had 
from jobbers of all kinds of batteries. 
Radio batteries, however, are selling 
especially well, with bookings by job- 
bers already in excess of those for the 
whole of 1925. 


We quote 
stocks: 

Batteries.—Columbia dry cell, in 
lots of 60, 32c. each net; in smaller 
. Hot shot, in barrel lots, 
No. 1461M, $1.65 each net: No. 1562M, 
$1.97; No. 1662M, $2.34. In less than 
barrel lots, No. 1461M, e 518: No. 
1562M, $2.07; No. 1662M, $2.4 

Radio. —Dry cell, in lots 7 50, No. 
7111, 35c. each net; in smaller lots, 
40c. each net. B-batteries, in units 
764, $1.14 each net; No. 
Storage bat- 
- 6 to 11, 


from Boston jobbers’ 


teries, 6 to 
$11.10; 6 to 13, $13.05. 


BICYCLES AND TIRES. — Manufac- 
turers of bicycle tires are out with new 
price lists which show a slight reduc- 
tion. Local jobbers have adjusted their 
prices accordingly. 
We quote from _ Boston 
stocks: 

y cles. —Men’s, 20 in., $30.50 “rk 
net; 22 in., $30.50; arched bar, $31.2 
motor bike type with double a 
$32.75. Women’s, 20 in., $32.75; boys,’ 
18 in., $29. 

Tires.—Guaranteed, lots of 25 pair, 


$2.75 per pair net; Thornproof lots of 
25 pair, $3.40 per pair. 


BLANKETS.—Jobbers continue to take 
orders fox blankets and robes. In fact, 
business has picked up materially the 
past week or so, and indications are 
that wholesale stocks will clean up ear- 
lier than usual this season. 


We quote from’ Boston 
stocks: 


jobbers’ 


jobbers’ 











Blankets. — Stable, Kersey, $1.65 
each net; burlap, $2. 40 to $3.35. Street 
blankets, $2.25 to $6.85. 

Robes. -_Plush automobile, 52 x 70 
n., $6.88 each net; 72 x 72 in., $10 to 
$13. Woolen automobile, 52 x 72 in., 

». 

Shawls. —Fringed, motor, 52 x 70 in., 

$3.75 each net; 54 x 70 in., $4.25; 54 x 


76 in., $5.75. 
BOTTLES.—Certain retail dealers, now 
that real autumn weather is in order, 
have been making somewhat of a drive 
on bottles, particularly among school 
children, and have had quite a little 
success. 


We quote 
stocks: 

Botties.— Vacuum, brown pints, 
$1.50 each list; Black, pints, $1.50; 
Green, half- -pints, $1. 50; pints, $1.75; 
quarts, $2.75. Nickel ‘plated, plain, 
pints, $2.75; quarts, $4. Corrugated, 
— plated, pints $2.25; quarts, 
3.2 


from Boston jobbers’ 


Discount—25 and 10 per cent. 
CHAIN.—Tire chains will be needed be- 
fore most of us realize it. Jobbers are 
therefore rounding up orders. Retail 
buyers are not taking hold as promptly 
as jobbers desire, however. 


We quote from _ Boston 
stocks: 

Tire Chains.—Weed, 1 to 9 pair, 30 
per cent discount; 10 to 29 pair in 
one shipment, 35 per cent discount; 
lots of 50 pair in one shipment, 40 per 
cent discount. Fill-in orders are fig- 
ured at the discount earned by orig- 
inal pure hases, 100 cross chains equal 
1 pair of tire chains. 

Machine Chain. — Twisted, 11-64- 
in., $7.50 per 100 ft.; 3-16-in., $7.80; 
13-64-in., $8.10; 7-32-in., $9; %-in., 
$13.50, all net. 

Links.—Acme connection or repair, 
+? 16-in., 84c. per doz. net; % -in. 84c.; 

-16- in., oe 3g-in., ; J-16-in., 
> %-in., $1.38. 


jobbers’ 





COAL HODS AND SHOVELS.—There 
is a steady flow of coal hods and shov- 
els out of jobbers’ stocks. The average 
retail dealer is buying in small lots, 
but taking a good assortment of stock. 


We quote from Boston jobbers’ 
stocks 
Coal Hods.—Japanned, wood han- 


dles, 16-in., $3.64 per doz. net. Gal- 
vanized, wood handles, 15-in., $4.64; 
16-in., $5. 12; 17-in., $5.50; 18- -in., 36. 

Fire Shovels.—Japanned, No. 54, 

7de. per doz. net; No. 56, 87c.; No 
80, 56c. Galvanized, No. 254 83c.; No. 
256, $1 

FILES.—Although there is nothing 

spectacular to business, there is a 

steady demand for files, and most job- 

bers report sales ahead of those to the 

corresponding date last year. 


We quote from’ Boston 
stocks: 

Files.—Nicholson line, 50 per cent 
discount; Arcade, 60 and 10 per cent. 


KEGS.—Kegs continue to enjoy a broad 
demand. Some retail dealers who 
bought stock earlier in the season have 
been in the market again the past week 
for fresh supplies. It certainly looks 
like the biggest year ever in kegs. 


We quote from Boston jobbers’ 
stocks: 

Kegs.—Oaktite line, varnished and 
sealed, 5 gal., $1.40 each net; 10 gal., 
$2; 15 gal., $2. 25: 20 gal., $2. 50: 25 gal., 
$3; 30 gal., $3. 20: 50 gal., $4 20. 


LANTERNS AND GLOBES.—Addi- 
tional business in lanterns and globes 
is noted by the jobbing trade. Judging 
from the volume of business placed so 
far this fall, certain retail stocks had 
been allowed to get down to a mini- 
mum. 


We quote from _ Boston 
stocks: 

Lanterns.—Oil, Monarch, No. 0, $8 
per doz. net; with — globe, $9.75; 
Blizzard No. 2, $13; Lite, $13; Lit- 
tle Wizard, 58. 50. Min lanterns, 
$24.75 in lots of three dozen; Beacon, 
$31.50; Driving, left hand, $17.50: 
roadster, wagon, left hand, $17.25. 
Gasoline, No. L327, $5.25 each net: 
No. L427, $6; poultry house lantern, 
$7.50. Hy-Lo, $7.50 per doz. net. 

Globes.—Blizzard, Fitzall, in less 
than five dozen and in five dozen 


jobbers’ 


jobbers’ 


lots: 
Less Five-Doz. 
Blizzard locknob ...... $1.25 $1.10 
eee 1.30 1.15 
Benmee, CU ccccccoces 3.25 3.00 
Fi. i | 1.15 1.00 
Junior Blizzard ....... 1.20 1.05 


NAILS.—Despite reports of a falling 
off in construction, jobbers apparently 
are selling as many wire and cut nails 
as they did last year. As a matter of 
fact business is exceptionally good for 
this time of the year. 


We quote from Boston 
stocks: 

Nails.—Wire, from store, $3.70 per 
keg base; from mill, in car lots, $2.70 
per keg base; in less than car lots, 
$2.95. Cement coated, in count kegs, 
from mill in car lots, $2.40 per keg 
base, f.o.b. Pittsburgh; in less than 
ear lots, $2.65; from store, $4.60 per 
keg base. Cut nails, from store, $4.25 
per keg base. Hardened steel floor 
direct shipments, $8.10 per keg base; 
Western cut nails direct shipments, 
in car lots, $3.50 per keg base, f.o.b. 
Pittsburgh; in less than car lots, 
$3.65. Tremont cut nails, direct ship- 
ments, $3.95 per keg, f.o.b. Ware- 


jobbers’ 





D2 


steel for 


ham, Mass.; hardened 
$7.60 f.o.b. 


nails, direct shipments, 
Wareham. 


RADIO SETS.—AH kinds and makes 
of radio sets are among the most ac- 
tive goods handled by the retail hard- 
ware trade. Competition in this line of 
merchandise is quite keen, but many 
retail dealers apparently are getting 
their share of business. 


bot Se quote from Boston jobbers’ 
stoc 

Radio Sets. — Amardi, neutrodyne, 
5-tube, $60 each, list; discount 40 per 
cent. Crossley, model 4-29, 4 tubes 
$29 each, list; model 5-38, 5 tubes, $38; 
discour:t 33% per cent. No. R 0, 
5 tubes, $60 list; RFL 75, 5 tubes, $75 
list; discount 40 per cent. Thorola, 
5-tube sets, No. 57, $60 each, list. No. 
58, $125; No. 59,.$185. Discount 40 
per cent. 

Seeere. —Thorola, No. 4, $25 each, 
list; No. 9, $20; No. 12, $15. Discount 
40 per 33, 


REFRIGERATORS.—Announcement is 
made by the manufacturers of the Eddy 
line of refrigerators that 1927 prices 
will be the same as those prevailing 
today. 


We quote from Boston jobbers’ 
stocks: 

Refrigerators.—Eddy line in lots of 
less than five, 50 per cent discount. 
Prices range from $24.50 to $170.50 
each list. 

Refrigerator Tools.—Awls, $11 per 
gross; picks, $1.58 and $6.18 per doz. 
net. 


SAW FRAMES.—Cooler weather has 
driven into jobbing houses numerous 
orders for wood saw frames and com- 
plete sets. It is believed that a major- 
ity of the retail trade has covered its 
requirements by this time. 


We quote from Boston jobbers’ 
stocks: 

Wood Saw Frames.—No. 30, ~~ > 
pee ae. net; No. 40, $6.50; No. 


Blades.—No. 6, 30-in., $5.20 per 
doz. net; 32-in., $5. 85; No. 11, 30-in., 
$6; 32-in., $6.65: No. 45, 32-in., $5. 50. 
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Complete Sets.—No. 150, $12.75 per 
doz. net; No. 150 Champion, $13.65; 
No. 40, $15.55; No. 45, $15.20; No. 111, 
$16.35. 


SHELLAC.—Prices on pure white and 
orange shellac in half gallons, gallons 
and five galloon containers have been 
advanced slightly. No change in prices 
is noted on the smaller containers. New 
prices follow: 


We quote from Boston jobbers’ 
stocks: 

Shellac.—White, in half gallon con- 
tainers, $2.50 per gal. net; in one- 
gallon containers, $2.38; in five- gallon 
containers, $2.25. range, in half- 
gallon containers, $2.25 per gal. net; 
in gallon containers, $2.14; in five- 
gallon containers, $2. 


SKATES.—Jobbers, who some time ago 
took a sizable amount of skate busi- 
ness, are beginning to secure additional 
orders. According to these houses it 
is to be one of the biggest years on 
record so far as advertising of skates 
goes, and it is felt the retail dealer 
will be able to sell more skates than 
ever before, particularly if we have a 
long cold winter as many of the weath- 
er sharps predict. 


We quote from Boston jobbers’ 
stocks: 

Ice Skates.—Men’s lever, bright, 
$0c. per pair net; nickel, $1.25; key, 
bright, 90c.; nickel, $1.25 to $3.25. 
Hockey key nickel $1.35 to $3.40. 
Screw to boot, nickel 90c.; hardened 
steel, $1.12; steel, $1.50; chrome steel, 
$2. 25: super-chrome_ steel, $2 and 
$2.70. Ladies’, bright, $1.10; lever, 
bright, $1.20; nickel, $1.50; key, 
bright. $1.20: nickel. $1.50 to $3.60. 

Skating Outfits—Men’s $3.65 per 
pair net; ladies’, $3.65. Collis line, 
$3.50 per pair. Challenge, men’s, $5; 
ladies’, $5. Hawco, men's, No. 
$3; No. 130, $4; ladies’, No. 85, $3: 
No. 93, $4.50. 

Straps.—Black or _ russet, tongue 
buckle, 20 in., $1.25 per doz. pair net; 
30 in., .80. Patent buckle, 20 in.., 
$2.40; 30 in., $3. 

Roller Skates.—Children’s strap heel 
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70c. a pair net; strap heel 
Boys’ or girls’ strap 
Chil- 


and toe, 
and clamp, 75c. 
heel, toe and clamp, $1.10. 
dren’s ball bearing, $1.45. 
bearing, $1.50. Girls’ ball bearing, 
$1.50. Boys’ nickel plated truss ex- 
tension, $2.50; girls’, $2.50. 


SNOW SHOVELS.—Snow shovels are 
beginning to show more signs of life. 
Perhaps more steel than wooden shov- 
els are selling, yet it is nip and tuck 
between them. 


We quote from Boston jobbers’ 
stocks: 

Snow Shovels. — Wooden, boys, 
without tip, $2 per doz. net; with tip, 
$4: No. 67%, with tip, $4. 80; = 
steel tip, $7. 30; double steel tip, $8.60; 
malleable steel tip, bg al Crescent. 
$10.20; Pathfinder, $10 

Steel «sean ea A tg _—— 78, long 
handle, $4.20 per doz. net; No. 078 
long square handle, $5.20; ‘No. 78%, 
split wood D-handle, $5 5.20: malleable 
D-handle, _ 20. Spring steel, black, 
No. $25, $10.30; No. 29, galvanized, 
$11.65. Ames, wood D-handle, $10.75; 
long handle, $9.50. 


STEPLADDERS.—Although the aver- 
age order placed by the retail trade is 
not large, there is a steady consistent 
movement of goods out of stock. The 
general situation is very gratifying. 


We quote from Boston jobbers’ 
stocks: 

Stepladders.—Nappannee, 3 ft., $1.05 
each net; 5 ft., $1.75; 6 f "$2. 10. 
Combination — _ ladder, $12 per 
doz. net. Ts 
4 ft., $2.40; $3." 
$4.20; 8 ft., 34. 80: 10 Ay . 


WASHBOARDS. — New prices have 
been issued by manufacturers of wash- 
boards, which show a slight decline— 
perhaps 5 per cent on the average. 
New prices issued in this market are 
as follows: 


We quote 
stocks: 

Washboards.—Colonial Jr., $3.50 per 
doz. net; essian, $4: Puritan, 
$6.25: Tory, $4: Bunker Hill, $5.50; 
Plymouth, $6.25. 


from Boston jobbers’ 





Mayor and Successful Hardware Man at 25 


(Continued from page 23) 





ing washing machines and stoves and it is largely 
through his efforts that the store in the past two 
years has sold 80 electric washers and 30 parlor heat- 
ers. Further evidence of his ability as a hardware 
man is that in 1924, his first year in the store, statis- 
tics show that there was a 5 per cent decrease in re- 
tail hardware sales, but the Ungrodt store made an 
increase of over 25 per cent. 

While Paul Ungrodt was busy selling hardware the 
women of Washburn were equally busy advocating 
his election as mayor and with him heading the 
ticket the younger element of the city became inter- 
ested and a complete new slate was put up for the 
consideration of the voters. Young Ungrodt took no 
part in the campaign and it was not until the night 
before election that he consented to really seek the 
office and at a rally that night he made his one and 
only campaign speech in which he pledged himself to 
a platform of rigid economy. He and the candidates 
for council on his ticket promised to serve without 
salaries if elected. 

The next day found him duly elected mayor of 
Washburn by a vote of 531 to 296 and he immediately 


began the handling of the job with the same energy 
that he had displayed in the hardware store. Ap- 
pointive positions were eithér combined or completely 
abolished and expenses watched carefully. With the 
aid of Miss Nora Montbriand, a 23-year-old girl, who 
had been elected to the office of city treasurer on his 
ticket, the “kid” mayor began an exacting collection 
of taxes with the result that at the end of his first 
year he had reduced the city’s expenses 11 per cent 
and at the same time had increased the revenue 11 per 
cent. At the end of his two-year term he had reduced 
the public indebtedness by $22,800 to $73,000. 

With this record his reelection as mayor this spring 
was absolutely unopposed and he is continuing his pol- 
icy of strict economy to the extreme satisfaction of 
the taxpayers of Washburn. Under the laws of Wis- 
consin it is possible for a man holding a local public 
office to hold a State office at the same time and the 
people of Bayfield County, in which Washburn is 
located, are now busy boosting Paul Ungrodt’s elec- 
tion as their representative in the State Assembly 
this fall and are predicting his unqualified success as 
a future member of Wisconsin’s law-making body. 


Reading matter continued on page 54 
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ELECTRO 






ZINC-~COATED 
Wire Screen Cloth 








Apex is zinc-coated by a special 
electroplating process after 
weaving which gives a beauti- 
ful soft gray finish, capable of 
withstanding continued hard 
wear. Will not rust, bulge, or 
sag under normal use. 
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Why Customers 
Come Again 


Reliable merchandise is the magnet which 
attracts the trade to your door. The quality of 
the goods you handle explains why or why not 
customers come again. 


You can depend upon Apex Electro-Zinc 
Coated to be as you represent it. You can 
conscientiously recommend Apex to your best 
customers and know that they will be satisfied. 


Apex has been tried and tested in every climate 
and has found universal favor with screen cloth 
buyers everywhere. 


Distributed by Jobbers 


If your jobber cannot supply yeu, write us, and we 
will give you the name of one who will. 


JOHN M. HART COMPANY 


Manager of sales for 


HANOVER WIRE CLOTH CO. 


General Sales Office: 
Old Colony Building, Factory : 
Chicago, Ill, Hanover, Pa. 
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Hardware Sales Show Increase in 
Cincinnati ‘Territory—Prices Firm 


year for Cincinnati hardware jobbers. 


(Cincinnati office of HARDWARE AGE) 


Bookings of fall prod- 


G peer for Cincin proved to be one of the best months of the 


ucts and sales of staple goods have been especially liberal in 

the past two weeks, and total business for the month will slightly 
exceed that in the same period a year ago. 

Encouraged by the almost perfect weather which has prevailed 

in this district, local jobbing houses have moved large stocks of 


builders’ hardware, roofing material and paint. 


In addition, there 


has been a steady demand for such commodities as game traps, 


weather stripping, roller skates and scooters. 


Prices are being 


quoted on winter goods also, but little business is anticipated until 


colder weather sets in. 


Sales of radio batteries have been especially good in the past 
week. Automobile accessories show a distinct improvement. 
Prices have been fairly stable, although there have been changes 


in several commodities. 


Denatured alcohol has increased 2c. a gal- 


lon, while turpentine and linseed oil have declined somewhat. A 
slight upward trend in glass quotations is noted. Readjustments 
have been made in some of the builders’ hardware items. 

Evidence of general betterment in the major industries of Cin- 
cinnati has given a tone of optimism to the local retail hardware 


trade. 


With labor employed on a moderate scale and with the 


agricultural situation favorable, fall seasonal activities show a 
broadening tendency. Suburban retailers state that sales have in- 
creased recently. Downtown dealers have had a fairly good busi- 


ness. 
Collections are better, but are 


AUTOMOBILE ACCESSORIES. — 
There has been an increase in sales 
recently, and the volume of business 
compares favorably with that in the 
corresponding period a year ago. Both 
tires and tubes are moving at a better 
rate. With the exception of an ad- 
vance of 2c. a gallon on denatured alco- 
hol, the prices now being 40c., quota- 
tions are unchanged. 


We quote from Cincinnati jobbers’ 
stocks: 

Tires.—30 x 314, cheap grade cord, 
$6.50 each; 30 x 3%, medium grade 
oo $7.50; 30 x 3% oversize medium 
ade, A 30 x 3% better grade cord, 

x 3% oversize better grade, 
$10. + i "30 x 3% commercial cord, 
$13.50: 29 x 4.40 medium grade bal- 
loon, $9; 29 x 4.40 better grade bal- 
loon, $11.50. 

Tubes.—30 x 3% medium grade in- 
ner tube, $1.40 each; 30 x 3% better 
grade, $1.75; 30 x 3% better grade 
extra heavy, $2.10; 29 x 4.40 medium 
grade for balloon tires, $1.70; 29 x 
$235 better grade for balloon tires, 


Flashlights.—Two-cell Yale tubular 
flashlights with fiber or nickel case 
69c. each; three-cell Yale tubular 
flashlight with fiber or nickel case, 
96c.; two-cell miner flashlight with 
fiber or nickel case, $1.10: three-cell 
miner flashlight with fiber or nickel 
case, $1.24. 

Batteries.—Small Yale monocells. 
$8.25 per 100; large Yale monocells. 
$9.35 per 100; two-cell baby tubular. 
$16.50 per 100: two-cell tubular, $19.25 
od 100; three- cell tubular, $27. 50 per 


Sparkplugs. — A. C. sparkplugs, in 
lots of 10 to 90, 53c. each: in lots of 
100 to 290, 50c. each; in lots of 300 
or more, 45c. each. 

Jacks.—No. 10 Ajax, 85c. each: No. 
9 apes. $1.05 each; No. 60 Ajax, $2.50 
eac 


not satisfactory. 











} 
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Pumps.—No. 11, 55c. each; Big Boy 
$1.55 each; Arvin, $1.85 each. 
Bumpers. — Marquette Ford front 
bumper in black, $3.32 each; Mar- 
quette Ford front bumper in nickel 
$4.02 cach; Marquette fender guards, 
for Fords, $6.12 a pair. 
Fenders.—Ford fenders, $7.45 a set; 
commercial fenders, $3.10 a pair. 


AXES.—Bookings are coming in at a 
better rate than a few weeks ago. Job- 
bers estimate that the total fall trade 
| will be well up to that in previous 


'years. Prices are unchanged. 
We quote from Cincinnati jobbers’ 
stocks: 


Dreadnaught single bit base weight 
handled axe, $19.50; Dreadnaught sin- 
gle bit base weight unhandled axe, 
$14.75; double bit base weight handled 
axe, $24.25; double bit base weight 
unhandled axe, $20. 


BATTERIES.—Radio batteries are in 
heavy demand at the moment. Job- 


_bers report that the call has been so 


insistent that they have been forced to 
ask for rush shipments from factories. 


BOLTS AND NUTS.—wWhile the mar- 
ket on this product has been slow, signs 
of a pickup are evident. Retailers are 
placing slightiy larger orders and are 
anticipating their requirements to a 
greater extent, although they still are 
reluctant to carry too diversified stocks. 
Prices are steady and unchanged. 


We quote from Cincinnati jobbers’ 
stocks: Machine bolts, large, 50 and 
10 off; small, 50, 10 and 10 off; car- 
riage bolts, large 50 off; small 50 
and 10 off; stove bolts, 75 off; semi- 
finished nuts, 9-16 in. and smaller, 75 
off; larger sizes. 65 off. 
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BUILDERS’ HARDWARE.— Activities 
in builders’ hardware continue una- 
bated. The bulk of the trade, which 
usually comes earlier in the year, has 
been placed this month, and jobbers 
are rushed with orders for quick deliv- 
ery. The excellent weather which has 
prevailed recently also has served as 
a business stimulant. Several changes 
in prices, especially applying to inside 
sets and butts, have been made. 


We quote from Cincinnati jobbers’ 
stocks: | 
Hinges.—Heavy, 60, 10 and 10 off: 
light, 60, 10 and 10 off; extra heavy 
T, 60, 10 and 5 off. 
Hasps.—Common hinges, ‘79 off: 
safety hasps, 3 in., 95¢c.; single, per 
doz., 4% in., $1.25; 6 in., $1.75. 
Butts.—Steel, dull brass and an- 


tique copper case Ne 3%, X 16c. 
per pair net; 4 x 2%e. In os ‘than 
case lots, 3% x 31h, l7c.; 4x 4, 30c. 


Sash Weights. —Sash w eights, 1.90c. 
Inside Sets.—Square bevel inside 
sets in case lots, $4.75 a doz. 


CARPET SWEEPERS. —The retail 
dealers have been taking a normal 
amount of stock, and are carrying a 
wide diversity of merchandise to meet 
their customers’ needs. Prices are 
holding up well. 


We quote from Cincinnati jobbers’ 
stocks: 

Standard japanned carpet sweeper, 
$36 per doz.; Universal japanned 
sweeper, $42 per doz.; Grand Rapids 
nickel-plated sweeper, $48 per doz.; 
Little Helper toy sweeper, $2 per doz. 


EAVES TROUGH AND CONDUCTOR 
PIPE.—An appreciable increase in the 
volume of sales has occurred in the past 
two weeks. The improvement is attrib- 
uted partly to the favorable weather 
and partially to the betterment in all 
lines which is reflected in this particu- 
lar product. 


We quote from Cincinnati jobbers’ 
stocks: 28- -Bagze, 5. in., eaves trough, 
$5.75 per 100 ft.; 28- -gage, 3 in., corru- 
gated conductor pipe $5.50 per 100 
ft.; 28 gage, 3 in., corrugated conduc- 
tor elbows, $1.73 per doz. 


FILES.—There has been no material 
change in the last 10 days. Retailers 
are ordering stock in small lots, but 
the total shipments by local jobbing 
kouses have been satisfactory. 


We quote from Cincinnati jobbers’ 
stocks: Black Diamond files, 40, 10 
and 10 off list; Keystone files, 70, 10 


-— 


and 5 off list. 


FIRE SHOVELS.—Betterment in this 
commodity is the report from Cincin- 
nati jobbers. Merchants remember 
that last year cold weather came in 
October, and the result was a sudden 
and heavy demand for winter goods, 
including fire shovels. This year the 
dealers will be prepared for any devel- 
opments and, therefore, are stocking 
merchandise earlier than usual. 


We quote from Cincinnati jobbers’ 
stocks 

No. 80, o6c. each; No. 56 galvanized, 
95c. each: No. 9, $1. 50 each; No. 11, 
$1.65 each. 


FOOTBALLS.— The advent of the 
training season for high school and 
college football teams has concentrated 
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Left and Below: FoldeR-Way Hardware as used on 
very high and heavy partition doors. The weight is 
carried on floor track. 

















Wich this type of FoldeR-Way the doors operate in 
pairs—easily handled by one man. 








The dining room and ballroom shown above can be separated 
or quickly made into one room. 














-FoldeR-Way 









Below: With FoldeR-Way hardware as used on smaller size doors, 





Left: This type of FoldeR-Way is particularly adaptable for very 











the weight is carried on track at top. 







wide doors, each handled as a separate unit. 


The type of FoldeR- 
Way at the left is most 
desirable for school 
wardrobes, telephone 
booths, etc. 





METHODS 


8 ye ING hardware for partition doors that slide 
or fold away requires expert engineering skill. 
Installing partition doors, however, becomes a simple 
matter when FoldeR-Way methods are used. 


No line is more complete, offers more variety, than 
FoldeR-Way partition door hardware. Whatever your 
problem is, from telephone booths to churches, gym- 
nasiums and auditoriums, you are certain of finding 
FoldeR-Way hardware specially designed for any size or 
style of sliding or folding partition doors you wish to 
install. Feel free at any time to consult R-W engineers 
about any kind of door problems. 


(855) 








The R-W book ‘‘Sliding and Folding Partition Door 
Hardware”’ contains over 100 photographs, drawings 
and diagrams illustrating FoldeR-Way Methods and 
uses. Details of design and engineering are fully ex- 
plained. Let us send you this book. You will want to 


retain it in your files for ready reference. 
e 
ichards-Wilcox Mfs. (0. 
New York Boston Philadelphia Cleveland Cincinnati Indianapolis St.Louis New Orleans 
Chicago Sa Omsha Seattle 


“A Haneer forany Door that Siides 
AURORA, ILLINOIS, U.S.A. 
Minneapolis KansaaCity Los Angeles n Francisco De er 
Montreal > RICHARDS-WILCOX CANADIAN CO.,LTD., LONDON, ONT. Winnipeg 












56 
considerable attention on football 
equipment. Sales to the retail trade 


have been fairly good, and many mer- 
chants are well prepared to meet de- 
mands of their trade. 

ocks: quote from Cincinnati jobbers’ 


, $9. 50 per doz.; RML, $20.50 per 
me. "RNGL, $31.50 per doz. 


GALVANIZED WARE. Increased in- 
terest has been shown by retailers and 
orders booked by Cincinnati jobbing 
houses have attained liberal propor- 
tions. Prices are the same. 


We quote from Cincinnati jobbers’ 
stocks: 

Galvanized Pails.—10 qt., $2.30 per 
doz.; 12 at., $2.55 per doz.; 14 at., 
$2. 90 per doz.: 16 qt. $3.40 per doz.; 
galvanized tubs, No. 1, $6.50 per doz. 


GAME TRAPS.—Business has been 
good in this commodity. Retailers have 
been careful to stock amply in antici- 
pation of an active season. 


We quote from Cincinnati jobbers’ 
stocks: 

Victor No. 0, $1.10 each; Victor No. 

1, $1.38 each; Victor No. 1%, $2.44 
each: Jump traps No. 1, $1.83 each; 
Jump trap No. 1%, $2. 81 each. 

Gibbs Two Trigger, $5 per doz.; 
Single Grip No. 1, without chain, $1. 44 
per doz.; Single Grip No. 1, with 
chain, $1.88 per +% Single Grip No. 

2, with chain, $3.35 per doz.; Single 

Grip No. 3, with ~ od $5.50 per doz.: 

Single Grip No. 4, with chain $6. 70 

per doz. All of the prices on Two 

Trigger and Single Grip traps are 

on an f.o.b. factory basis. 
GLASS.—Sales have held up fairly well 
during September, and indications point 
toward an active demand in October. 
There have been slight advances in 
some items. 

We quote from Cincinnati er 
stocks: Single strength A _ first 
bracket, 86 per cent discount; single 
strength B first bracket, 87 per cent 
discount; single strength A first three 
brackets, 86 per cent discount; single 
strength B first three brackets, 87 per 
cent discount; single strength A over 
the third bracket, 85 per cent dis- 
count; single strength B over the 
third bracket, 86 per cent discount; 
double strength A, 85 per cent dis- 
count: double ye B up to 54- 
in., 88 per cent iscount; double 
strength B over 54-in., 87 per cent 
discount. 

LADDERS.—No change of consequence 
has occurred in recent weeks. Jobbers 
are moving a fair amount of stock and 
retailers report a steady trade. 


a. quote from Cincinnati jobbers’ 
cks: 

Rodded ladders, 24c. a ft.; single 
ladders, 20c. a ft. up to 16 ft.; exten- 
sion ladders, 30c. a ft. up to 32 ft.; 
best grade ladders, 50c. a ft. 


LAMPS.—tThis commodity is attracting 
more attention daily and retailers in 
many cases are ordering their require- 
ments for the remainder of the year. 
Prices are showing strength. 


We quote from Cincinnati jobbers’ 
stocks: 

Quick Lite gasoline lamps, 
$7.40; C329, $6.25; C318 $7; C324, $7: 
— Lite lanterns, L327, $5.25; L427, 


MOPS. — Retailers have satisfactory 
stocks, jobbers are moving a moderate 
amount of merchandise, and the public 
is taking a normal supply of this 
product. 
We quote from Cincinnati jobbers’ 
te O’Cedar line _. handles, 


No. 3, $12; No. 4, $8: No. 10: N 
8, $15. No. 15, $6. § » 


NAILS.—Although there has been a 
slight improvement in common wire 
nails, the market still is rather slow. 
Prices are the same. 


sto 
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We quote from Cincinnati jobbers’ 
stock 
Gommnen wire nails, $2.95 per keg; 
cement coated nails, $3.15 per 100 Ib. 
keg. 
OIL HEATERS.—Orders are beginning 
to filter in to local jobbing houses. The 
retailers in this territory expect to have 
a good trade in this item next month. 


We quate from Cincinnati jobbers’ 


stoc 
Nesoo No. $3.70; No. 15, $4.65; 
No. 016, $5. 50: We 0190 $7. 
PAINT.—The dry weather of the past 
two weeks has been of distinct benefit 
to the paint trade. Sales have increased 
to a gratifying extent, and the ‘fall 
business to date has surpassed that of 
last year. Both linseed oil and turpen- 
tine have decreased in price recently. 
We quote from Cincinnati jobbers’ 
stocks: Ready mixed house paints, 
$2.75 per gal.; linseed oil, single bar- 
rels, 88c. per gal.; turpentine, in 2- 
barrel lots, 93c. per gal.; white and 
red lead in 500-lb. kegs, 15%4c. per 
lb. less 10 per cent. 
PYREX WARE.—Trade continues to 
be good, and the volume of reorders 
placed with local warehouses has been 
large. Prices have been well sustained. 
We quote from Cincinnati jobbers’ 
stocks: 
Round Casseroles.—No. 621, 


each; No. 622, $1 each; No. 623, $1 Or 
each; No. 62 4, $1.33 each. 
653, $1.17 


Square Casseroles.—N>. 
each. 

Oval Casseroles.—No. 632, $1 each; 
a $1.17 each; No. 634, $1. 33 
eac 


Round Pie Plates.—No. 205, 17c. 
each: No. , bOc. each: No. 209, 
60c. each: No. 210, 67c. each; No. 211, 
73c. each. 

Round Pudding Dishes.—No. 021, 
40c. each; No. 022, 57c. each; No. 023, 
67c. each; No. 024, 80c. each. 

Square Pudding Dishes.—No. 053, 


67c. each. 

Oblong Bread or Loaf Pans.—wNo. 
213, 17c. ~ “oh No. 212, 60c. each; No. 
214, $1 each 


ROOFING MATERIAL.—Several job- 
bers state that sales have far exceeded 
expectations. Orders in the past month 
have been from 200 to 300 per cent 
ahead of the normal flow of business in 
September. The reported increase in 
price has not materialized and present 
quotations undoubtedly will be con- 
tinued indefinitely. 


Pass dy quote from Cincinnati jobbers’ 
stoc 

Roofing Paper. — Light standard, 
$1.05; medium standard, $1.30: heavy 
standard, $1.55; light Holdfast, $1.30; 
medium Holdfast $1.55; heavy Hold- 
fast, $1.80: red and green slate 
surface, $2.10. 

Roof Coating. —Coal tar, refined, in 
barrel lots, 25c. per gal. ; in half bar- 
rel lots, 8c. per gal.; coal tar, crude, 
in barrel lots. 24c. per gal.; in half 
barrel lots, 27c. per gal. 

R oofing Cement.—Liberty elastic, 1 
lb., 12c.; in 5 Ib. cans, 9% ¢. per Ib.; 
in "10 ib. cans, 9c. per Ib.: in 25 Ib. 
cans, 8c. per ib.: Certain-teed cement, 
36 Ib. to the case $4.25 per case; in 
5 lb. cans, 12 cans to the box. 814c, 
per Ihb.: in 10 lb. cans, 6 cans to the 
box, Tihe. per lb. 


ROPE.—Announcement has been made 
that the present schedule of prices will 
not be disturbed during the remainder 
of September and the entire month of 
October. Sales have been about nor- 
mal for this time of the year. 

We quote from Cincinnati jobbers’ 


stocks: 
Best grade Manila rope, Ocean 
brand, 233%c. per lb.; Plymouth brand, 


24%4c. per Ib.; sisal rope, 15%c. per Ib. 
SCOOTERS.— With the opening of the 
school season and with cooler weather 
already here the demand for scooters 
has improved perceptibly. 
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We quote from Cincinnati jobbers’ 
stocks: 


No. 110, $3 ag No. 111, $3.20 each; 
Scootaway, -~$2.3 each; Rideway, 
$3.10 each; Sidewalk cycle No. 11, 
$10.65 each: Sidewalk cycle No. 12, 
$12.60 each. 


STEEL SHEETS.— Prices on ware- 
house lots have been readjusted to con- 
form to the new base gage. All quo- 
tations on galvanized and black sheets 
hereafter will be made with No. 24 
gage as the base. 

We quote from Cincinnati jobbers’ 


stocks: 


Galvanized sheets, No. 24 
$4.90 per 100 Ib.; black sheets, No. ey 
gage $4.05 per 100 Ib. 


SLEDS.—It is too early to expect any 
important movement of goods in this 
commodity. Fall prices are quoted be- 
low. 
We quote from Cincinnati jobbers’ 
stocks: 


Steering Sleds.—No. 96, $11. = Re 
No. 210, $20.75; No. 100, $14; . 200, 
$16.50; No. 220, $24.60; Hiexible ‘Fly- 


er, 33% per cent off list. 


WEATHER STRIPPING.—Jobbers re- 
port an excellent business which prob- 
ably will continue throughout the next 
month. 
We guste from Cincinnati jobbers’ 
stocks 


Wood Be iy rubber weather strip- 

ng, $16.50 ner 1000 ft.; No. 

ii, $93 35 ‘per 1000 ft.; No. 4, $33.40 
per 1000 ft.: No. 7, $40 per 1000 ft. 

ood and felt weather stripping, 

No. 71, $18.50 per 1000 ft.; No. 71%, 

pod a 1000 ft.; No. 75, $44.50 per 


All rubber weather stripping, No. 
9, $2.25 per 100 ft.; No. 10, $3 per 100 
ft.; No. 11, $3.75 per 100 ft. 


WHEELBARROWS. — Business has 
continued at a fair rate, but signs of a 
diminishing demand are _ evident. 
Prices have held up satisfactorily. 


We one from Cincinnati jobbers’ 
stocks 

Cheen steel tray wheelbarrow, $3.90 
each; pan -American tray wheelbar- 
row, $5.2 5 each; contractor wheelbar- 


row, $5.60 each: concrete wheelbar- 
row, $6.50 each; tubular wheelbar- 
row, $6.60 each. 


New Air-Scale Air 
_ Weighing Machine: 


The Air Scale Co., manufacturer of 
air scale air weighing machines, 810- 
812 Broadway, Toledo, Ohio, is market- 
ing the Air-Scale, designed as a simple, 
easy - operating, customer - attracting 
machine that weighs and regulates the 
flow of air used in inflating pneumatic 
tires. Its operation is automatic. In 
use, the motorist slides the weight on 
the scale beam to the pressure desired 
by turning a convenient knob, then 
places the hose connection over the tire 
valve in the usual manner. This starts 
the flow of air and when the tire is 
filled to the desired pressure the Air- 
Scale cuts off the flow. 

It is furnished in royal blue enamel 
with bright orange lettering. It will 
weigh all capacities from 20 to 130 
pounds and is especially adapted for 
balloon tires, as the beam is graduated 
in one-pound divisions from 20 to 45 
pounds. 
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25 YEARS AGO 


was that a Quality Line of Builders’ Hardware 
sold direct to the dealer at a consistently low 
price would be a successful manufacturing and 
merchandising undertaking. Our theory 


IS NOW A FACT 


and our thanks go out to our thousands of dealer friends 
who have co-operated so wholeheartedly in appreciation 
of this policy. 

The satisfaction of knowing that we are right shall be our 


incentive during the second quarter-century lap of our 
existence to exert every effort in making the National Line 


and Policies worthy of continued support. 


NATIONAL MANUFACTURING COMPANY 
STERLING ~ ILLINOIS 
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Trade Follows Weather in Northwest 
Territory—Retailers Stocks Sufficient 


(Minneapolis office of HARDWARE AGE) 


USINESS in general has been slowed up by the storms which 
have prevailed over the entire country, rains having been 
almost continuous over the Northwest tributary to the Twin 


Cities. 


Late harvesting and threshing have been at a standstill. 


Flax, potato and hay crops have suffered, and retail sales have felt 


the conditions. 


Even in the larger cities sales have been reduced. 


With a change in these conditions there is no doubt that business 
in general will resume, and that sales totals for the year will be 
very good. A larger volume of sales than that of last year is still 


predicted by many. 


Fall merchandise is everywhere in evidence, and dealers’ stocks 
are ready for the demand. Collections are fair. 


Prices show but few fluctuations. 


Crystallized stove boards are 


lower in price and solder is higher. 


AXES.—Sales are slowly increasing as 
the time for use of fuel approaches. 
Stocks are well filled, with prices firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Single bit base 
weight axes at $16 per dozen and 
double bit base weight axes at $21.50; 


Plumb’s Dreadnaught unhandled 
single bit, $14.50; double bit, $19.50: 
handled, single bit, $19.25: double bit, 


$24.25 doz. net. 
BALE TIES.—Demand is steady though 
not heavy yet. Stocks are ample for 
the present call, with no change in 
prices. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Single loop bale 
ties, 9% x 14, $1.54; 9% x 15, $1.37; 
9% x 14, $1.57 per bundle. 


BOLTS.—Stocks are well assorted, 
with prices firm. Demand is steady, 
with no particular high spots. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Carriage bolts at 
47% per cent; machine bolts at 50-5 
per cent; stove bolts at 75 per cent 
and lag screws at 55 per cent from 
lists. 


BRADS.—Call is fairly good with am- 
ple stocks on hand. Prices have not 
changed. 


We quote from _ jobbers’ stocks, 
f.o.b. Twin Cities: Wire brads in 25- 
lb. boxes at 75 per cent from list. 


BUILDERS HARDWARE. — While 
weather conditions have retarded build- 
ing to some extent, there is a fair de- 
mand for finishing hardware. Small 
home building continues to occupy much 
of the attention of the contractors, with 
a fair percentage of business building 
in progress. A medium grade of fin- 
ishing hardware seems to be the most 
popular for the smaller buildings. 

CARPET SWEEPERS. — Demand is 
even, with stocks well assorted for the 
trade. Prices are steady and unaltered. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Carpet sweepers, 
American Queen, $54; Elite, $60: 
Grand Rapids, japanned, $44; Grand 
Rapids nickeled $48; Grand sweeper, 
17 in. $60; Parlor Queen, $56; Prin- 
cess, $50; Universal, nickeled, $46; 
japanned, $42 per doz. net. 


COAL HODS.—Retail call is still 
light. Dealers have their stocks at 
hand, ready to supply the demand. 
Prices show no changes. 











We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Japanned open 
coal hods, 17 in., $3.75; 18 in., $4.25; 
japanned funnel, 17 in., $4.80; 18 in., 
$5.25; galvanized open, 17 in., $5.25: 
18 in. $5.80; galvanized, funnel 17 
in., $5.80; 18 in., $6.70 per dozen net. 


EAVES TROUGH CONDUCTOR PIPE 
AND ELBOWS.—Demand is fair, both 
for repair work, and for new work. 
Stocks are ample for the call, with 
prices firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Slip joint, single 
bead, 28 ga. eaves trough at $5.50 per 
100 ft.: 28 ga. 3-in. conduc tor, — at 
$5.40 per 100 ft. and 28 ga. 3-in. el- 
bows at $1.73 per dozen net. 


FIELD FENCE. — Sales are steady, 
though still not heavy. Stocks are well 
filled, and prices unchanged. 


We quote from _ jobbers’ 
f.o.b. Twin Cities: 26-in. 10-ga. top 
and bottom 121,-ga. intermediate 
type of fence at $30. 04 per 100 rods, 
with other sizes and weights in pro- 
portion. 


FILES.—Call for files is fairly good 
from shops and factories. Stocks are 
well assorted with the dealers, but are 
being held down, the dealers making 
frequent purchases rather than buying 
large stocks. Prices show no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade files 
at 50 per cent and second grade files 
at 60 per cent from lists. 


GALVANIZED WARE.—Ash cans are 
beginning to sell to some extent. The 
call for garbage cans, usually felt 
around the annual moving day, Sep- 
tember first, still is in evidence. Stocks 
are in good condition, and prices are 


stocks, 


steady. 
We quote from jobbers’ stocks. 
f.o.b. Twin Cities: Standard No.. r. 


galvanized tubs at $7.50; No. 2, $8.2 
No. 3, $9.45: heavy tubs: No. . 
$12.60; No. 2, $13.80; No. 3. $15: Stand- 
: ‘pails, $2.70: 12-qt., $3.05; 
15-qt., $3.40; stock pails, 16-at. $5, 
, $5:50 per dozen net. 


GLASS AND PUTTY.—tThe usual fall 
demand is appearing, with dealers fill- 
ing their stocks of glass to meet it. 
Prices have not changed. 


We quote from jobbers’ stocks. 
f.o.b. Twin Cities: Minn. prices, sin- 
gle strength glass, 83 per cent: double 
strength, 85 per cent, and _ strictly 
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pure putty in 50-lb. drums at $4.85 
cwt. net. 
HAMMERS AND HATCHETS.—Sales 
are normal, with ample stocks on hand. 
Prices have not changed. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Maydole, No. 111. 
nail hammers, $12.60; Plumb No. HF- 
81, $12; Riverside, No. 611%, $12: 
Plumb Broad, No. 2 hatchet, $16.40; 
No. 2 shingling, $12.50; No. 2 claw, 
$13.75 per dozen net. 

ICE CREAM FREEZERS.—Demand is 
light, with stocks being reduced to the 
minimum by the dealers. Prices have 


not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: 
ag Freezers.—1 qt., $2.25 each: 


2 $3.45 ‘rc ‘, qat., $4.10 each: 4 
Nag “$5 each; . $6. 30 each; 8 qt., 
610, 75 each; 12 qt., 
$14 each; 15 _ $17 each, and 20 qt., 
$21.50 each. These are list prices 
which are subject to a dealers’ dis- 
count of 20 and 10 per cent. 
Alaska Grey Goose Freezers.—1 at.. 


$3.35 each; 2 qt., $3.90 each; 3 aqt., 
$4.65 each; 4 at., $5.70 each 6 qt., 
$7.25 each: 8 qt., $9.35 each; 10 qt., 


$12.50 each. ‘These are list prices 
which are subject to a dealers’ dis- 
count of 20 and 10 per cent. 

White Mountain Freezers.—2 qt.. 
$5.65 each; 3 qt., $6.75 each; 4 qt., 
$8.25 each; 6 qt., $10.45 each: 8 qt., 
$13.50 each, and 10 qt., each. 
These are list prices and are subject 
to a dealers’ discount of 50 per me 

Auto- ‘te a! Freezers. — No. 
$3.30 net; No. $4 net; No. 3, $5.33 
net, and No. Me $6. 67 net. These net 
prices to dealers show a discount of 
33%, per cent off list. 

Acme Freezers.—Bright, galvanized, 
tapered, 2 qt., $8 per dozen; same 
size, enameled- galvanized, $10 per 
dozen: = at. size, enameled- galvan- 
ized, $18 per dozen, and 1-qt. size, 
Junior, enameled, $4.80 per dozen. 
These are net prices to dealers. 

Arctic Freezers.—1 in $4; 2 qt. 


$4.60; 3 qt., $5.55: 4 qt., $6 ‘80; 6 at., 
$8.60: 8 qt., $11. 10: 10 at., $14. 80; 12 
at.. $16.65; 15 qt., $23.30. These are 
list prices Jobbers quote dealers’ 


discount of 50 per cent off this list. 
LANTERNS.—Sales are increasing in 
volume, with dealers’ stocks amplified 
for the call. Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. TWin Cities: Long or _ short 
globe tubular lanterns, $13 per doz. 
net. 

MILK CANS.—Call is steady, with 
stocks well filled. Prices show no 
changes. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Railroad 5-gal. 
milk cans at $2.65 each; 8-gal. at 


$3.15 each, 
net. 


NAILS.—Demand is steady, and fairly 
good, although building operations have 
been delayed by the weather. ‘Nail 
stocks are kept in good assortment, 
with an eye toward preventing over- 
stocking at this time of year. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard wire 


nails, and cement coated wire nails 
in 100-lb. kegs, at $3.25 per keg base. 


PAINTS AND WHITE LEAD.—Out- 
side paints have been selling at a fair 
rate, and will undoubtedly show good 
totals, as soon as the fall painting pro- 
gram is well under way. Stocks are 
well filled, with prices firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: First grade house 


and 10-gal. at $3.25 each 
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Y WHEELING e 


HARDWARE AGE 


NAILS 


Uniform in size because they are made 
on modern, automatic machines: uni- 
form in gauge because the wire is drawn. 
under our own critical inspection: uni- 
form in quality because the metal is 
Wheeling Open Hearth Steel, produced 
from selected ore taken from Wheeling 
mines. We go to unusual lengths to 
make these nails equal to every require- 
ment of strength, appearance and ser- 
vice. This assurance of high quality is 
backed by prompt deliveries from lead- 


ing jobbers who will be most willing © 


to take care of your needs. Specify 
Wheeling when ordering. 
WHEELING STEEL CORPORATION 
WHEELING, W. VA. 


“From Mine to Market”’ 
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paint at $2.80 per gallon, in 1 gallon 

cans, and white lead in 100-lb. con- 

tainers at $13.84 cwt. net. 
PUMPS.—Demand is_ steady, with 
stocks ample for the call. Prices show 
no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Deming, No. 440, 
plain spout windmill force pumps, 
6-in. stroke, $6.85; adjustable stroke, 
$7.50; No. 495, underground discharge 
windmill force, adjustable _ stroke, 
$14.35; No. 415, $14.65; No. 403, hand 
lift, 6-in. stroke $4.25; No. 182 hand 
lift. 6-in. stroke 6- ft. set length, 
$5. 25 each net. 

PYREX OVENWARE. — Sales are 
showing some increase as the cooler 
weather approaches. Stocks are well 
filled, with prices firm. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: No. 623 casseroles, 
$1.17; No. 633 casseroles, $1.17; No. 
209 pie plates, 50c.; No. 210 pie plates, 
67c.; No. 212 bread pans, 60c.; Oo. 
231 utility pans, 67c.; No. 12 tea pots, 
$1.67; No. 24 tea pots, $2, and No. 36 
tea pots, $2.33 each net. 


REGISTERS.—Demand is fairly good, 
as this is the harvest season in the 
furnace field. Stocks are well filled, 
with no changes in prices. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Wrought steel 
registers at 40 per cent from lists. 

ROPE.—Sales are fair, with no par- 
ticular high lights. Stocks are ample 
for the demand. Prices are unchanged. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade manila 
rope at 24l%c. Ib. base, and best 
grade sisal rope at 18c. per lb. base. 

SANDPAPER.—Call for sandpaper is 
fairly good. Inside finishing is being 
followed up by decorators while weath- 
er conditions prevent outside work. 
Stocks are well filled, with prices 
steady. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade No. 1 
sandpaper at $5.10 per ream; second 
grade No. 1, $4.70 per ream and gar- 
net No. 1, $16.75 per ream. 

SASH CORD AND WEIGHTS.—De- 
mand keeps pace with that for builders’ 
hardware, dependent upon the progress 
in home building. Stocks are well filled, 
with prices unchanged. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade sash 
cord at 73c. lb. and second grade at 
37%c. 1b.; cast-iron sash weights at 
$2.10 cwt., net. 

SCREWS.—Call for screws is steady, 
with stocks ample for present needs. 
Prices have not changed. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Flat head bright 
wood screws at 80-20 per cent; flat 
head, japanned, 72%-10 per cent: 
round head blued, 77%-10 per cent; 
flat head, brass, 77%-10 per cent; 


round head, brass, 75-10 per cent from 
lists. 


SOLDER.—Sales are fair, with stocks 
well filled. Prices are higher than last 
report. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Warranted half 
and half solder at 44%c. lb., and 
eed half and half solder at '43iKe. 

. net. 


STEEL GAME TRAPS.—Call at retail 
is still light, with dealers ready for the 
demand. Prices show no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Victor traps, 
No. 0, $1.10; No. 1 $1.38; No. VA: 


$2. t $3.36; Oneida’ jump, No. 
0, $1. 59; No. 1, $1. 83; No. 1%, $2.81 
per doz. net. 


STEEL SHEETS.—Call is steady, with 
no particular demand in any branch of 
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the business. Stocks are well filled, 
and prices firm. Note should be made 
of the change announced last week in 
the gage used as base. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Galvanized steel 
sheets at $5.15 cwt. base (24 ga.), 
and black steel sheets, $4.30 cwt. base 
(24 ga.). 

STOVE BOARDS.—Call is still not 
very heavy, though retail sales show 
improvement. Stocks are in readiness 
for the demand. Prices have been re- 
vised downward. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Crystallized stove 
boards, 28 x 28, $15.75; 30 x 30, $18.25; 
and 36 x 36, $25.40 per dozen, net. 

STOVE PIPE AND ELBOWS.—Call is 
showing an increasing volume of sales 
as stoves are conditioned and placed for 
the winter. Stocks are well filled, with 
prices firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Uniform blued 28 
ga. 6-in. stove pipe, knocked down, 
at $13.00 per 100, and common iron 
6-in. corrugated elbows, $1.30; adjust- 
able charcoal iron, 6-in. elbows, $2.05 
doz. net. 


STOVE SHOVELS.—Demand still is 
rather light, as the selling season is 
not yet open. Stocks are well filled, 
with prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Japanned, 14%-in. 
stove shovels 50c.; japanned ag 
21% in., 2. 55; japanned Jumbo Jr., 
in., C. doz. net. 


TIN.—Call is steady, with no outstand- 
ing features. Stocks are ample for the 
demand, with no changes in prices. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Furnace coke, ICL 
20 x 28 tin at $14.50, and IC, 20 x 28, 
— coating roofing tin at $15.25 per 

Ox. 


TORCHES.—Call is fair, with stocks 
ample. Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Turner Master 
Line, No. 43, qt., $5.76; +g is, qat., 


7.48; No. ~ qt. $8.54; No. 


8 ., $5.85; No. 14, at., 
$5.76; No. 22, qt., $6.53; No. 30, qt., 
$6.91; No. 38, qt., $5.76; No. 39, qt., 
$6.05; No. 92 qt. $6.79; No. 93, qt., 
$7.42; No. 105, qt., $4.88; No. 205, qt., 
5 Turner firepots, No. 53, 
$7.20; No. 63, $7.97; No. 66, $10.18; 
No. 76, $7.13; ‘No. 34, $8.67 each net. 


WEATHER STRIP.—Sales are begin- 
ning to be noted in a retail way, al- 
though the heavy demand has not 
started. Stocks are well filled, and 
prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Wood and felt, % 
in., $1.85; % in., $1.85; 1 in., $2.60; 
bb ed $4.85, and Bosley’s $4.25 per 


WHEELBARROWS. — Demand is not 
heavy, either from home owner or con- 
tractor. Stocks are ample for the pres- 


ent needs, in dealers’ hands. Prices 
show no changes. 
We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Barrel tray, fully 
bolted wheelbarrow, $36.50 doz.: No. 
2, tubular, $7.33 each; and No. 1 
garden barrows, $6.25 each net. 


WIRE.—Fence wire is moving at a fair 
rate. Wire for construction work is 
still selling. Stocks are well assorted 
with the dealers, though not heavy. 
— have not changed. 


quote from jobbers’ stocks, 
f.o. sy Twin Cities: Painted cattle wire 
at $3.01 per 80-rod spool; painted hog 
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wire at $3.22 per 80-rod spool; galva- 
nized cattle wire at $3.21 per 80-rod 
spool; galvanized hog wire at $3.43 
per 80-rod spool; Smooth black wire 
No. 9, $3.25 cwt., and galvanized 
smooth wire No. 9, 3.70 cwt. 


WRENCHES.—Call is fair from shops 
and factories. (Counter trade is still 
averaging well. Prices have not 
changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Agricultural 
wrenches, 8 in., $4.80; 10 in., $5.60; 
12 in., $7.20 per dozen net. 





Labor-Saving Tool for 
Builders 


An electric door mortiser is being 
manufactured by the Wappat Gear 
Works, Pittsburgh, Pa., which is 
claimed to be thirty times faster than 
the brace-and-chisel method. 

The outstanding feature of this new 
tool is the fact that it mortises for the 
lock face-plate as well as for the cyl- 
inder. This particular operation is con- 
sidered the most particular and most 
costly part of lock fitting, because the 





mortise must be accurate as to width 
and depth, so the lock plate fits per- 
fectly. 

The Alta Lock Mortiser, as it is 
known, is equipped with a universal 
motor, 3/10 hp., and will operate off 
any light socket, either alternating or 
direct current. Positive adjustable 
stops are provided for regulating the 
length and depth of the mortise. 
Twelve sizes of cutters, ranging from 
3% in. diameter to 1-5/16 in. diameter, 
are provided to suit the size of the lock. 
The cutter screws into the end of a 
long spindle. This spindle is fed into 
the door by light pressure of the right 
hand, and while revolving at high speed 
is worked up and down by means of a 
crank handle in the left hand. 

The operation is simple, and the tool 
is under control of the operator at all 
times. This feature is essential where 
nails or hard dowels are apt to be en- 
countered. This tool is rigidly built, 
free from vibration, and therefore very 
sensitive. The operator can quickly 
detect obstructions and regulate his 
feed accordingly, therepy avoiding ex- 
cessive overload on the motor and pos- 
sible damage to the tool. 


Reading matter continued on page 62 
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BADGER 


TIRE and TUBE 
REPAIR OUTFITS 


A most complete and profitable line 
for the Automotive, Accessories and 
Repair trade. 


Made by one of the largest companies 
in the Rubber industry, and quality 
guaranteed. 


Every car owner a possible customer 
for one or more of these items. 


Dealers supplied through the 
Wholesale trade. 


For full information, write 


THe BADGER RUBBER Works 
MILWAUKEE, WISCONSIN 











EXTRA QUALITY 
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BADGER 
Air-Drying Tube Repair Kit 
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BADGER 
Tire and Tube Repair Kit 


BADGER 
Tube Quick Repair Kit 
Standard and Junior Sizes 
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BADGER 

All Cord—Gum Coated 

Tire Plaster—4” and 6” 
Counter Display 


BADGER 
Fabric Blowout Boot 25e 
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Coming Hardware Conventions 


AMERICAN HARDWARE MANUFACTUR- 
ERS ASSOCIATION CONVENTION, Atlantic 
City, N. J., Oct. 19, 20, 21, 22, 1926. 
Headquarters, Hotel Ambassador. 
Charles F. Rockwell, secretary, 342 
Madison Avenue, New York City. 

ARKANSAS RETAIL HARDWARE ASSO- 
CIATION CONVENTION, Little Rock, May, 


1927. L. P. Biggs, secretary, Little 
Rock. 
CALIFORNIA RETAIL HARDWARE AND 


IMPLEMENT ASSOCIATION CONVENTION 
AND EXHIBITION, Sacramento Memo- 
rial Auditorium, Feb. 15, 16, 17, 18, 
1927. Hotel headquarters, The Sena- 
tor. Le Roy Smith, secretary, 112 
Market Street, San Francisco. 

CONNECTICUT HARDWARE ASSOCIA- 
rioN CONVENTION, New Haven, about 
the middle of February, the exact date 
to be determined later. Henry S. 
Hitchcock, secretary, Woodbury. 

ILLINOIS RETAIL HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, 
Hotel Sherman, Chicago, Feb. 15, 16, 
17, 1927. Leon Nish, secretary- 
treasurer, Elgin, Ill. 


INDIANA RETAIL HARDWARE ASSOCIA- 
TION CONVENTION, Claypool Hotel, In- 
dianapolis. Exhibition at Cadle Taber- 
nacle, Jan. 24, 25, 26, 27, 1927. G. F. 
Sheely, secretary-treasurer, 911-913 
Meyer Kiser Bank Building, Indian- 
apolis, Ind. 


IowA RETAIL HARDWARE ASSOCIATION 
CONVENTION, Hotel Savery, Des Moines. 
Exhibition at Des Moines Coliseum, 
Feb. 8, 9, 10, 11, 1927. A. R. Sale, 
secretary, Mason City. 


MICHIGAN RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 
Grand Rapids, Mich., Feb. 8, 9, 10, 11, 
1927. Arthur J. Scott, secretary, 
Marine City. K.S. Judson, 248 Morris 
Avenue, Grand Rapids, exhibit man- 
ager. 

MINNESOTA RETAIL HARDWARE ASSO- 
CIATION CONVENTION, Auditorium, St. 
Paul, Feb. 15, 16, 17,18, 1927. Charles 
H. Casey, manager-treasurer, Nicollet 
Avenue and 24th Street, Minneapolis. 


MISSISSIPPI RETAIL HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION 


| 





| 
| 
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AND EXHIBITION, White House, Biloxi, 
June 13, 14, 15, 1927. Guy Nason, sec- 
retary, Columbus. 

MISSOURI RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 
Hotel Statler, St. Louis, Mo., Jan. 24, 
25, 26, 1927. F. X. Becherer, secre- 
tary, 5106 North Broadway, St. Louis. 

MOUNTAIN STATES HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION, 
Denver, Colo., Jan. 18, 19, 20, 1927. 
W. O. McAllister, secretary, P. O. Box 
513, Boulder, Colo. 


NATIONAL HARDWARE ASSOCIATION 
CONVENTION, Atlantic City, N. J., Oct. 
19, 20, 21, 22, 1926. Headquarters, 
Hotel Ambassador. T. James Fernley, 
secretary-treasurer, 505 Arch Street, 


| Philadelphia, Pa. 








| Mich., June, 1927. 
| retary-treasurer, 





NATIONAL RETAIL HARDWARE ASSO- 
CIATION CONGRESS, Mackinac Island, 

H. P. Sheets, sec- 
130 E. Washington 
St., Indianapolis, Ind. 

NEBRASKA RETAIL HARDWARE CON- 
VENTION AND EXPOSITION, University 
Coliseum, Lincoln, Feb. 1, 2, 3, 4, 1927. 
Headquarters, Cornhusker Hotel. 
George H. Dietz, secretary-treasurer, 
414-419 Little Building, Lincoln. 

NEW ENGLAND HARDWARE DEALERS 
ASSOCIATION CONVENTION, Copley-Plaza 
Hotel. Exhibition at Mechanics Build- 
ing, Boston, Feb. 22, 23, 24, 1927. Geo. 
A. Fiel, secretary, 80 Federal St., Bos- 
ton 9, Mass. 


NEW YORK STATE RETAIL HARDWARE 
ASSOCIATION, INC., CONVENTION, Ten 
Eyck Hotel, Albany. Exhibition at 
State Armory, Feb. 8, 9, 10, 11, 1927. 
John B. Foley, secretary, City Bank 
Building, Syracuse. 


NORTH DAKOTA RETAIL HARDWARE 
ASSOCIATION CONVENTION AND EXHI- 
BITION, Grand Forks, Feb. 8, 9, 10, 
1927. C. N. Barnes, secretary, Grand 
Forks. 

OHIO HARDWARE ASSOCIATION CON- 
VENTION AND EXHIBITION, Columbus, 
Feb. 15, 16, 17, 18, 1927. James B. 
Carson, secretary, 411 Mutual Home 
Building, Dayton. 

OKLAHOMA HARDWARE AND IMPLE- 


| 


} 








MENT ASSOCIATION CONVENTION, Ma- 
sonic Temple, Oklahoma City, Jan. 25, 
26, 27, 1927. Charles L. Unger, secre- 
tary-treasurer, 207-208 Bloomfield 
Building, Oklahoma City. 

PENNSYLVANIA AND ATLANTIC SEA- 
BOARD HARDWARE ASSOCIATION, INC., 
CONVENTION AND EXHIBITION, Commer- 
cial Museum, Philadelphia, Feb. 14, 15, 
16, 17, 18, 1927. Sharon E. Jones, sec- 
retary, 604 Wesley Bldg., Philadelphia. 

SOUTH DAKOTA RETAIL HARDWARE 
ASSOCIATION CONVENTION, Coliseum, 
Sioux Falls, Feb. 22, 23, 24, 1927. 
Chas. H. Casey, manager-treasurer. 
Nicollet Avenue and 34th Street, Min- 
neapolis. 


SOUTHERN CALIFORNIA RETAIL HARD- 
WARE ASSOCIATION CONVENTION, Am- 
bassador Hotel, Los Angeles, Cal., Feb 
22, 23, 24, 1927. H. L. Boyd, secretary- 
treasurer, 618 Hellman Bank Building, 
Los Angeles, Cal. 


SOUTHEASTERN RETAIL HARDWARE 
AND IMPLEMENT ASSOCIATION, COM- 
POSED OF ALABAMA, FLORIDA, GEORGIA 
AND TENNESSEE, CONVENTION AND Ex- 
HIBITION, Jacksonville, Fla., April 19, 
20, 21, 1927. Walter Harlan, secre- 
tary, 701 Grand Theater Building, 
Atlanta, Ga. 


TEXAS HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION, Dallas, Jan. 
18, 19, 20, 1927. Dan Scoates, secre- 
tary-treasurer, College Station. 


WEST VIRGINIA HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, 
Parkersburg, Jan. 18, 19, 20, 21, 1927. 
James B. Carson, secretary, 411 Mu- 
tual Home Bldg., Dayton, Ohio. 


WESTERN RETAIL IMPLEMENT AND 
HARDWARE ASSOCIATION CONVENTION, 
Missouri Theater, Kansas City, Mo., 
Jan. 18, 19, 20, 1927. Headquarters, 
Coates House. H. J. Hodge, secretary, 
Abilene, Kan. 


WISCONSIN RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 
Auditorium, Milwaukee, Feb. 1, 2, 3, 4, 
1927. George W. Kornely, 1476 Green 
Bay Avenue, Milwaukee, is. exhibit 
manager. P. J. Jacobs, secretary-treas- 
urer, Stevens Point. 








CCORDING to the best authorities, the cost of 
/\ crime in this enlightened country runs close to ten 
billions of dollars per year. This includes loot to the 
value of three and a half billions, with the other seven 
and a half billions used for police, insurance, prosecu- 


tion and prison charges. 


On a per capita basis, this means a cost of $83 a year 


to every inhabitant of the country. 


Usually when we think of crime we conjure up a 
mental picture of a stick-up artist, or a second-story 
man, but evidently we don’t know the crime business. 
According to the crime estimate of the American 
Bankers Association, covering the direct criminal loss 


The Cost 


of Crime 


of property in 1925, the burglars and hold-up men only 
relieved us of approximately 250 millions. 
took 120 millions more. 
Meanwhile—stock frauds touched our pocket books 
to the tune of 1700 millions; tax and insurance frauds 
accounted for 1000 millions and credit frauds gave us a 


Embezzlers 


red ink entry of 400 millions. 


time. 


The burglars and footpads are mere pikers. 
now on a mention of the crime wave should bring up a 
vision of sleek individuals carrying gold edged stock 
certificates, or shifty eyed strangers seeking goods on 


Reading matter continued on page 64 
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Pittsburgh Perfect 


Chicken and Rabbit Fence 
Now Made in Heights up to Six Feet 


sf ITTSBURGH PERFECT Chicken and Rabbit Fence has been a 
ee popular item with poultry raisers for twenty years. It was one 
age of the first successful poultry fences with extreme close spacing of 
lower line wires. Heretofore it has been made in heights up to 60 
inches, but in response to many requests we have installed equip- 
ment to manufacture it also in the 72 inch height. 


Lower Line Wires One Inch Apart 


The five lower line wires of the fence (four spaces) are spaced only 
one inch apart, close enough to confine the smallest chicks, the 
higher wires gradually taking wider spacing. The protection of 
such a fence is indispensable for enclosing and feeding small chicks. 
The fence is also used extensively for protecting gardens and young 
orchards from rabbits and other animals. Made with top and 
4 bottom wires No. 11 gauge, other wires No. 14 gauge. Wires are 
inseparably welded at every contact point, producing a fabric that 
retains its shape and effectiveness. 


Costs Less, Erected, Than Netting 


When stretched taut on good posts this fence requires no top and 
bottom boards, therefore costs less, erected, than poultry netting 
of equal height, yet its wires are four or five times as heavy, four 
or five times as strong and four or five times as durable. It is 
Super-Zinced for maximum rust protection. Write for prices and 
full information. 








Pittsburgh Steel Company 


Pittsburgh Detroit New York Dallas Chicago San Francisco Memphis 
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Remember 


The Dates! 





October 3rd to 9th 
NATIONAL FIRE 
PREVENTION WEEK 


Get your share of the big Pyrene 
business by featuring: 


THE IMPROVED 






FIRE 
EXTINGUISHER 
and 


fee Fire Extinguishing Liquid 


Reserve a window and put in a good Pyrene 
Extinguisher display. Show all the types of 
hand fire extinguishers we make, including: 


1 Quart Pyrene 

114 Quart Pyrene 

214 Gallon Phomene 
(Foam Type) 


214 Gallon Guardene 
(Soda and Acid) 


5 Gallon Accurate 
Pump Tank 


10 Gallon Phomene 
(Foam Type—On wheels) 


Take advantage of the tremendous publicity 
being given Fire Prevention Week this year. 
Make your tie-up with Pyrene national ad- 
vertising more effective by putting Pyrene 
dealer helps to work for you while the vital 
matter of Fire Prevention and Fire Protec- 
tion is very much in the mind of the public. 


A Pyrene Display 
Tells Its Own Sales Story 


A Pyrene sales representative or your Jobber’s 
salesmen will see that you are supplied with 
Pyrene window display material and give 
full information on these extinguishers. 


Order Now Through Your Jobber 


PYRENE MANUFACTURING CO. 
NEWARK, N. J. 


“Fortify for Fire Fighting’”’ 
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The .0019% American 


Benjamin A. Levett 


, I. 
an ’'M proud to be a citizen of these United 
States ; 
I’m sure the best of everything is found 
within our gates; 
And when Election Day comes round I’m 
always glad to feel 
The best men will be chosen to protect our country’s 
weal. 
It’s fine to have such faith in every voter’s judgment 
keen, 
That I can spend the holiday in such way as I ween. 
And so on last Election Day I sang in joyous notes; 
For I made par for eighteen holes while others cast 
their votes. 
II. 


I’m always filled with civic pride, I challenge one and all 
To show more fervor or acclaim whenever there’s a call; 
I cheer all acts of valor by my countrymen world o’er 
Whenever there’s a big parade, I’m always at the fore. 
And when Election comes around, full confidence I show 
By taking that day off for sport and to the polls don’t 
go. 
And so you'll likely find me on the river near the boats 
For I dearly love to see a race while others cast their 
votes. 
III. 


Like every good American, of course, I claim the right 

To kick if on Election Day, perhaps through oversight, 

Some man is found elected who is unfit for the place 

Whose actions and whose standards constitute a sad 
disgrace. 

’Tis then I cry against the shame of having voters duped 

By one who has so flagrantly to vicious methods 
stooped ; 

But still my anger softens if a bulging creel denotes 

I had a fine day’s fishing while the others cast their 
votes.—Spokes of the Rotary Club. 





Open Display Tables Increase 
Sales 


(Continued from page 25) 





so that steady customers will always be tempted with 
new items. 

An example of the tables’ value came to Mr. Leach’s 
attention during a recent check up of his small item 
sales.. He found that in two months the table sold three 
dozen brushes at 15 cents each, a volume greater than 
he had before, for two years on the same item. 

Mr. Leach says on this subject, “For every man or 
woman who remembers to buy a percolator top, mouse 
trap, new ice pick, etc., there are at least six who need 
these items and forget them. About four of these will 
buy the first time the goods come to their attention and 
that is exactly what my cash register open display table 
is doing. It is raising the individual sales total of a 
large number of my customers, who really appreciate 
the service of suggested selling offered by the table.” 
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Corn Show Attracts the Do=, 
fin a Wii 

Farmers ae ; 

By F. R. Cozzens 








OHN J. MARTIN, a Washington County, Ohio, | 
hardware dealer, is building business and good-will 
among the farmers by staging a corn show. The stunt 








is neither elaborate nor expensive, and Martin first Style “F Fabric for 
put it into service in October, 1924, by running in the ereciion on Wood 

° Posts. Furnished in 
local newspaper, an advertisement, worded thus: ant. ae ele 











We've often said that our customers were | Known Ever y wh re 
the best corn growers in the county. | . 
ion se-aeeqeing to quent - —easier to sell! 


For the best six ears of Corn, received at 


our store not later than Wednesday, Oct. 15th, Cyclone Fence dealers have the big ad- 

we will pay $3.00 in cash! vantage. They sell the fence that 
In addition to this prize, the winning corn | buyers know and want. 

will be exhibited in the owner’s name at the 


. Big, consistent national advertising has 
oo lll iin tea ; It | made the products of the Cyclone 
might as well be you! — Fence Company known the country 
_— over. It has created a steady, profit- 
able demand for “Reg Tag” Fence, 
Gates, Trellis, Flower-bed Border, 
and the famous Catch-All Basket. 


The Cyclone “Red Tag”’ line is easier 
to sell, affords faster turnover, brings 
bigger net profits. Write today for our 
latest catalog. 


J. J. MARTIN. 











“A counter was prepared near the front window for 
the corn entries,” Martin explained to me, recently, 
“and to each exhibit a card was attached, bearing a 
number corresponding to the owner’s name and address 


which I kept on file. There were no restrictions to the — CYCLONE FENCE COMPANY 
contest. | Factories and Offices _ 
“The grain was arranged so that it could be ex- | sme a Soe, See 


amined by any one who entered the store, without caus- a ee er 
ing unnecessary bother to us. | Standard Fence Co., Oukland, Calif. 
“Thirty-two entries were made, and on the evening of Northwest Fence & Wire Works, Portland, Ore. 


Oct. 15, three disinterested farmers were called G y | | ed 


as judges. The grain was judged according to size, 
variety and condition; and from the attached number, 
Ornamental 
Fe ‘Gate 
Fence. Gates 





the winner was announced. After the prize was given, 
arrangements were made with the local fair board, and 
the exhibit was entered in the farmer’s name, where 
it competed for another honor. 

“Interest was manifested from the start, and farm- | 
ers began calling at our store to examine the corn. On 
the announcement date, we had an audience which num- 
bered farmers for eight miles distant. They had been 
attracted by the advertisement in the county paper and 
many of them never had seen our place of business. 

“It was our opportunity, and we saw to it that these 
farmers were shown the implements and other hard- 
ware items we carried in stock. Business was un- 
usually good during the contest, and afterward we re- 
tained more than 40 per cent of it as steady trade. The | [| 
stunt was omitted in 1925, because our new building | : 
was under construction, but we expect to adopt it here-_ 
after as a regular advertising feature. | 

“Grain contests of this sort always take well with the 
farmers. They can be staged in various ways at any | ©C.F. Co. 1926 
time of the year, and can be arranged to suit any deal- CYCLONE COPPER.BEARING STEEL ENDURES 
er’s requirements.” 
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Today there is a widespread public 
interest in refrigerators. 


The number of families who are 
buying their first ice box is steadily 
on the increase. 


You might as well be getting a 
share of this business. 


Why should people who are good 
customers of yours have to go to an- 
other store to buy their refrigerator? 


If the Challenge isn’t already be- 
ing sold in your town, write us or your 
jobber about the agency for this 
‘broad, dependable line which is so 
popular with hardware dealers. 


43 years old 
CHALLENGE REFRIGERATOR CO. 


Grand Haven, Michigan 
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Store Papers 


(Continued from page 28) 





In an effort to assist dealers to move particular goods, 
manufacturers have spent vast sums to create ideas, 
procure art work and writings that no dealer could 
afford. It is a common fact that manufacturers’ liter- 
ature is received, and in many cases not used, but 
thrown away. This material was produced for the 
dealer to send out to his list of prospects, and when a 
store paper is published or advertising is done, the 
manufacturers will gladly prepare special articles or 
layouts for dealers. 

It cannot be denied but that good will is enhanced 
by the interest secured through publicity, and when 
a store extends its own individuality and is well re- 
ceived, it is bound to draw good business. 

The personal word that may be delivered in this way 
impresses the reader with the human interest of the 
writer and the personnel of the establishment sending 
the message. John Wanamaker secured greater inter- 
est for his advertisements by using a few inches of 


advertising and that policy is still being carried on, 
even after his death. 

In this brief article an attempt has been made to 
point out some of the functions of a store paper, which 
in the belief of the writer is one of the best methods 
of knowing the market. In the subsequent articles to 
follow, the cost of publishing a store paper will be 
discussed, followed by the makeup. 





That Intangible Asset—Enthusiasm 


“OTHING is so contagious as enthusiasm. It moves 
IN stones, it charms brutes. Enthusiasm is the 
genius of sincerity, and even truth accomplishes no 
victories without it.—Lytton. 

Enthusiasm is the principal stock in trade of every 
man who starts something. This is especially true 
of the retail dealer. Cash can buy but it takes en- 
thusiasm to sell. If you are one of the old timers, 
look back to the first days of radio merchandising. 
What did you have to offer the public then in com- 
parison to what you have today? Not much except 
a few odds and ends plus a wealth of enthusiasm for 
radio. You passed that enthusiasm on to the public 
and it spread like wildfire. The triumph that is evi- 
dent in the great success of the industry after five 
years has been the result.—The Town Crier. 














Beware of averages! The average of one millionaire 
and ten paupers is nothing more than an example in 
arithmetic. 





Borrowers of trouble always pay the highest interest. 








Many a man who thinks that he is thinking is merely 
| rehearsing his prejudices. 


philosophy at the upper left side of his newspaper 
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Notes of an [tinerant Editor 


We’ve Always Contended That Some of the Livest Hardware Stores in 
the Country Are to Be Found in Ohio—The Following From One 
of Our Editors Roaming Through This State Tells You Why 


Hotel Waldorf, Toledo, Ohio, Fostoria, in front of Park Munger’s hardware store. 
Friday, Sept. 3, 1926. Park is a good scout as well as a good hardware man. 
YT OLEDO is so busy you can’t find a place to park a He took me to see the largest American inland mill, 
car downtown, after eight in the morning. I circled located on the outskirts of town. He sells hardware to 
around a block or two away from Summit Street the mill owners. Park is a hardware veteran. He went 
(Toledo’s main street), and finally found a wee spot jn business for himself four years ago and is assisted 
near the Gendron Wheel Co. plant, where I saw what by his two boys, Bob and John, who look like chips of 
is believed to be the first velocipede: ever built. Made the old block. If they are they will make hardware 
almost entirely of wood it offers a marked contrast with history in Fostoria. 
the 1926 models nearby. L. B. Fruth nearby has recently decreased his floor 
Toledo is a great town for the manufacture of space 40 per cent, yet he has increased his display area 


juvenile vehicles. In another part of town, I saw nearly 75 per cent. This may sound foolish, but it is 
the plants of the American National Co. and the Toledo jpyo. Rather a long story to tell now, but will let you 


Metal Wheel Co. All three of these firms make juvenile know all about it later on. 
vehicles, and juvenile vehicles today are as standard The Mahoney Hardware Co. has installed new fix- 
and staple in hardware stores as nails, or stove pipe. t ; a} 

ures, which make it easier to sell more hardware. 


In th f y ' 
n the west end of town Henry Horn is selling toys Every store in Fostoria has a U shaped mezzanine, used 


all year round and is building a good sporting goods ' “ali 
trade. Nearby is J. Gempel, who has installed a new largely for bulky merchandise. I saw these mezzanines 


store front and new window lights to help attract more 1" Some other Ohio communities, but do not recall seeing 

business. Downtown Marquadt is still doing a whale %° Many in any one town. . 

of a paint business, and selling a brush to practically Had rain all the way into Toledo yesterday and will 

every paint buyer. probably have rain all the way to Lima, which will be 
Yesterday on the way in from Tiffin I stopped in my headquarters tomorrow night. 



















While all mules have long ears and look something alike you’d have a hard 
time trading a span ‘‘sight unseen’? to a Connecticut Yankee. 

Garage Door Hangers look something alike, too. But when you trot ’em 
out and look ’em over it’s not hard to see the difference. 


“1180” and “1189” Garage Door Hangers 


have the round track we originated 25 Swivel type; reversible; vertical adjust- 
years ago. This, with the machined cast ment. Hardened steel axle; lubricated 
hanger wheels that barely touch the roller bearings. 


track, forms a free-running, quiet com- “1180” § is - 3, 4, 5, or : me —- 
— ee : is € same except it is made for 
bination that has no side friction what “sound-e-corner” doors. Poth are ad- 
ever. They don’t balk, or jam, or stick jystable for old or new doors and pro- 


and can’t jump the track. vide extra wide openings. 








| Handy carton. Attractively priced. Write for catalog. 


ALLITH-PROUTY COMPANY, Danville, Illinois 


Manufacturers 
of 








“4 
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Garage Door 
Hardware 


Fire Door 
Hardware 





Spring Hinges 
Overhead Carriers 
Rolling Ladders 
Deor Hangers 
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It took GOOD boats to 
catch whales 


L 


It takes 


HOomrir rs 


{Reg. U. S. Patent Office) 
WOOD SCREWS — DRIVE SCREWS 
MACHINE SCREWS—STOVE BOLTS 


to 
Catch and Hold Customers 


CONTINENTAL WOOD SCREW CO. 
New Bedford, Mass., U. S. A. 























IVER JOHNSON 


JUNIORCYCLES 


Champion Single Barrel Shot Guns 
Matted Top Rib Single Barrel Shot Guns 
Ventilated Rib Single Barrel Trap Guns 
Double Barrel Hammerless Shot Guns 


“Hammer the Hammer” Revolvers 
Send for Dealer Proposition 


[IVER JOHNSON’S ARMS & CYCLE WORKS 
332 River St., Fitchburg, Mass. 


New York, 151 Chambers 8t.; Chicago, 108 W. Lake &t.; 
Sean Francieco, 717 Market St.; New Orleans, Le., 625 Pine &t. ; 
Ogden, Utah, 2327 Grant Ave. 














Osborne High Grade Punches 


Belt Punches Arch Punches 
Spring Punches Revolving Punches 


A varied and attractive line for the Hardware Trade. Also: 
Leather Workers’, Trimmers’ and Upholsterers’ and Plumbers’ 
Tools. 

The above tools will please your customers, as well as our 
famous Round and Oval Punches. 

Remember we have had ninety-nine years of successful manu- 
facturing experience, employ only skilled workmen and use the 
finest quality of materials. 

We stand back of every tool we make. Try us. 

Write for Catalog 
C. S. OSBORNE & CoO., NEWARK, N. J. 
ESTABLISHED 1826 















How Much a Dealer Legally 
Has to Know About 
His Goods 


FEW weeks ago I wrote an article on a subject I 
A have occasionally written on before, viz.: the 
responsibility of a dealer who passes on to his cus- 
tomer goods or material made by somebody else. I 
have heard from that article so many times that I am 
encouraged to go a little further into the subject, using 
as a text a court decision that has just been handed 
down in a most interesting case involving shoes. A 
woman bought a pair of patent leather shoes from a 
shoe dealer. To permit her to tell her own story, 
“shortly after I wore the slippers, and after walking 
some distance I experienced a pain in my right foot 
and later was compelled to remove the shoe. Infection 
or blood poisoning of my foot resulted.” 

She demanded damages from the shoe dealer, and 
when he refused them she sued him, claiming that her 
injuries were due to a poisonous substance in the 
leather of the shoe and that the dealer was negligent 
because he had not properly examined the shoes before 
selling them. 

This case was lost before it was begun. I don’t know 
how any lawyer at all familiar with negiigence cases 
could have advised the woman she had a chance. The 
court threw her out for two reasons, which go to the 
heart of all cases involving the responsibility of a 
dealer for damage done by somebody else’s manufac- 
ture. The two reasons were these: 

1.—The general rule as to what is required of a 
dealer selling an article in common and general use is 
this: where the article is harmless in kind, but danger- 
ous in this particular case through defect, there is no 
duty resting on him to test or examine it. He is sim- 
ply required to use ordinary care in the selling of it, 
and is not to knowingly sell it if it is dangerous. He 
is not obliged to test it for hidden dangers. He may 
take it as he finds it, and may assume that it is right. 

2.—It does not appear that even if the dealer had 
examined these shoes he would have seen any evidence 
that the leather contained a poisonous substance. 

Of course, the average dealer couldn’t examine the 
manufactured articles that go through his hands, espe- 
cially those which come to him packed in packages. 
Even if he did examine them he couldn’t in nine hun- 
dred and ninety-nine out of a thousand cases know 
whether anything was wrong. Therefore the law 
doesn’t impose this impossible burden upon him. 

In the. decision in this case the court cited some in- 
teresting cases which supported its view. Here are 
summaries of some of them: 

A woman bought a headache powder of a druggist, 
took it, and died in five hours. Her father sued the 
druggist, but the case was thrown out, on.the ground 
that “in the sale of patent or proprietary medicines 
furnished by the compounder of the ingredients which 
compose them, the druggist is not required to analyze 
the contents of each bottle or package he receives.” 

A hardware dealer sold some stove polish which when 








il 
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used by the customer took fire and exploded. The cus- 
tomer sued the dealer on the theory that it was a 
dealer’s duty to know the property of everything he 
sold, and if there was a hidden danger in it, such as 
inflammability, to tell the customer about it. The court 
said no, there was no such duty; it wasn’t practicable 
for a dealer to have such knowledge. 

In a third case a paint dealer sold a can of standard 
dryer in general use by painters. It exploded when 
opened and did a lot of damage. Suit against the dealer 
was thrown out because the injury came from a hidden 


' defect which the dealer did not and could not know 


about. 

In all these cases the plaintiffs made the mistake 
of suing the dealer because he was close at hand. In 
every such case the suit really lies against the manu- 
facturer. 


(Copyright, September 18, 1926, by Elton J. Buckley, Esq.) 





Sidewalk Selling Table 


Increases Sales 


, 
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N ordinary kitchen table placed outside the store 
AY J. G. De Prez Co., Shelbyville, Ind., adds to the 
firm’s annual sales volume by selling the goods dis- 
played to many people who might pass by and not enter 
the store. The snapshot shown here was taken re- 
cently when the table contained a small display of 
enameled ware. While we were waiting for Col. D. 
Wray De Prez to return from lunch we counted 22 
people who stopped to look at the sidewalk display. Of 
this number three went into the store to purchase items 
shown on the table. This took place in a space of about 
30 minutes and not one of the 22 was originally head- 
ing for the De Prez store. If you are permitted to have 
a small sidewalk display in front of your store it would 
offer a good means of selling any dead items. The 
J. G. De Prez Co. finds this method successful, but it 
does not confine the use of the table to dead stock as 
can be seen by the display of enameled ware which is 
one of the store’s active lines in the housefurnishings 


department. 
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No. 38 and 39 


The two curved arms “B’’ 
furnish ample spring cushion. To hold the door open 
turn thumb piece “E”. This applies to No. 38 only. 

The No. 39 Door-Stay and Holder is identical to No. 
38, with the exception that thumb piece “E”’ is made 
a stationary block, so designed, that by applying a slight 
pressure to the door, this block will engage the curved 
arms “B”, holding the door in an open position. A 
slight pressure at the handle of. the door will either 
engage or release the hold-open feature. ; 


are of spring 


Circular upon request.. 


THE OSCAR C. RIXSON CO. 


4450 CARROLL AVE. CHICAGO, ILLINOIS‘ 
NEW YORK OFFICE, 101 PARK AVE., N. Y. 


DOOR-STAY AND HOLDER 
steel and 
: 








Satisfied 
Customers 
















Profitable 
Sales : 
Zp Russell Jennings Mfg.Co, 
Chester, Conn. st 





The. 


Our No. 250-B sells on sight. 
de-: 


Glass Knobs are beautifully 


signed, ground, polished and _ silyer’ 
backed, giving a high lustre. 
is strongly made. 

Everything built to last and mod- 
erately priced to insure quick sales. 
Patented 


*Loek 





Dead Bolt Night: 
Latch is also as: 
rapid seller. 


} 
Our 





Send ; 
Catalog No. 


QD NDEPENDENTIOCKCOMD 


Fitchburg, Mass., l. S. A. | 
Manufacturers of Cylinder Locks, Padlocks, Inside, Door Scts, Glass 
Knob Sete, Key Blanks, tute Switch Neyer and Hardware Specialties 





for New 
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Four New Wrought Iron Lanterns Announced by the 
McKinney Manufacturing Co. 


Four distinctive lanterns of wrought iron have been brought out by the 
McKinney Manufacturing Co., Pittsburgh, Pa., designed to follow the best 


traditions of metal-craft. 


All metal parts are of genuine rust-resisting Armco iron, further processed 





against weather by McKinney and finished with Duco. 
The glass cylinders are Antique Crackle. 


stand hard usage. 


4A 


They are built to with- 
Each lantern is 


packed individually in a carton, completely wired, with either wrought iron 


bracket or a three-foot overall chain and canopy. 


is a keyless porcelain socket. 


Included with each lantern 


For convenience and impressive display the four models are mounted on a 
beautiful oak veneer panel, 37 inches by 12 inches, finished in soft driftwood 


gray. 


Each is wired for display with push plugs. 


The vogue for wrought-iron lanterns is becoming universal, and McKinney, 
with the completion of these four attractive designs, provides a means of display 


by which hardware dealers may profit. 


New Line of Rite Cupboard 
Latches 


The Rite Hardware Company of Los 
Angeles, has just placed in the national 
hardware market a line of push button 
cupboard latches featuring many 
original principles of operation. 





Rite latches are made with metal, glass 
and opal knobs, with the metal knobs 
in a wide variety of finishes. 

A gentle pressure on push button 
opens the door, and a slight touch 
securely latches it. The simplicity and 
certainty of action is declared by the 
manufacturer to be the outstanding 
feature of the latches, which fit either 
fiat front or rabbetted doors. 





The 


&BEATING BLADES 








Ladd Egg Beater Features 
Ball Bearing Operation 


The United Royalties Corp., 
Broadway, New York, is now market- 
ing the new Ladd Ball Bearing Egg 
Beater, illustrated 
herewith. It has eight 
beating blades and is 
made of all steel, 
handsomely nickel- 
plated, with white 
glazed handles. A 
special feature of this 
new egg beater is the 
anchored floats which 
aid to keep the beat- 
ing blades running 
| true to form. 

A direct center drive operates the 






_ beater until the whole of the article 
_ itself is worn out. 
_iIngs prevent wearing out and wabble 
_of the main drive. 


Solid brass bear- 


The eight beating 
blades aerate. 


The New Gendron 
“Bull Dog” 


Anticipating the demand for a low- 
priced all-steel coaster wagon, the 
Gendron Wheel Company, Toledo, Ohio, 
has brought out a new number known 
as the Bull-Dog. 
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The body is 15 x 31 in., made of 
heavy steel, large roll around top of 
box, sides beaded, and top and bottom 
are joined by a heavy double lap seam. 
improved 


New corrugated gear. 





—_ 


Roller-bearing wheels, 9% in., heavy ~ 


%-in. corrugated rubber tires. 

Heavy tubular handle with handle 
bracket, which prevents handle from 
striking roll. 

It is finished in a snappy red, deco- 
rated in gold. Gear and handle are 
black. 

The quality, which is characteristic 
of all Gendron products, has been re- 
tained and presents a remarkable value 
for both the retailer and his customers. 





Rotary Lawn Sprinkler 


The Alsteel Mfg. Co., Battle Creek, 
Mich., is marketing a Rotary Sprinkler, 
a hoze nozzle fountain sprayer, illus- 
trated below. This new sprinkler con- 
sists of a base and connection such as 
used in the firm’s regular adjustable 
Rain-Drop Sprinkler, described and il- 
lustrated on page 102 of the May 27 
issue of HARDWARE AGE. 

The Rotary Sprinkler, however, is 


| more complete in that it has two arms 


1133 | 











stretching out horizontally with two 
holes in the end of each of the project- 
ing arms. These holes are so designed 
as to give the whole arrangement a 
circular motion. The device permits of 
the use of the firm’s regular sprinkler 
head being screwed on top of the con- 
nection and functioning the same as it 
would without the use of the arms. 

It will throw a spray of water from 
40 to 50 feet. A special feature is that 
the top can be taken off if too much 
water is being served, and the arms 
used separately. By taking off both the 
top and the arms, the hoze nozzle can 
be attached. It is ideally adapted for 
long or short distance water service, 
high or low pressure water conditions. 
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What’s What 
and Why 


In buying Tubular and Clinch rivets these three 
points should be carefully considered: 


1. The metal form from which they are made. 
This is mighty important because of its direct 
bearing on the driving and setting qualities of the 
rivets. 


2. How are they made—that is, are the details 
of manufacture such as to insure the best results? 


3. Who makes them? Tubular and Clinch rivets 
were originated by us. For over fifty years we 
have been making them of metal which we know 
is “right,” and under the most efficient manufac- 
turing conditions. You may be sure, therefore, 
that our prices are based on honest values. 





Coast Representative 


J. T. McDEVITT 
Postal Telegraph Building 
SAN FRANCISCO, CALIFORNIA 








TUBULAR RIVET & STUD 
COMPANY 





BOSTON 

























































































































































































There’s 

a Thousand 

Buyers’ ° 
Waiting for You! 


Right in your neighborhood—there 
are a thousand Kitchens without a 
KATCH-ALL. Every one is a sale! 
Women have but to see the Kitchen 
KATCH-ALL to buy it. 

Every woman wants a sanitary, odor- 
less receptacle, that is out of the way 
when not needed, for Kitchen refuse. 
No more stained sinks—nor unsightly, 
unsanitary mess in her sink. 


Big Profits Ahead! 


This attractive highly polished high-grade 
aluminum receptacle has an odor-tight cover 
and inner strainer. Swings from a tinned 
wrought iron bracket that readily clamps to 
drain pipe. Makes an ideal gift. Every wo- 
man who owns one helps sell another. Send 
your jobber’s name and $2 for prepaid sample. 


THE OHIO METAL UTENSIL COMPANY 
GREENWICH, OHIO 





Tested wat BA PProves 
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KITCHEN KATCH-ALL 


Sanitary Under-the-Sink Strainer 
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Paint Story 
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HARDWARE 
Ohh skilled craitsman- AGE 


ship and da high ideal of Hardware Age is read every week by 


Bi ee~ FBP Pes ates 7 te 


: . . merchants who are always ready to give 
— makes possible a likely product a trial. One of the 
: he , reasons why these men read Hardware 

C reCisC uniformity Age is to keep in touch with what is 
and superior finish of being offered by manufacturers. 


(GRIF IN Hinges 28 “- them your Story and keep on telling 


You'll meet with a response that will 


prove to be profitable. 
-Manufacturning Co - 


ERIE. PENNSYLVANIA 
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“ Branch Offices__, 


45 WARREN ST. NEW YORK 
74 W. LAKE ST. CHICAGO 
28 BINFORD ST. BOSTON 
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Each year brings “New fangled” wrenches. 


| 
m prove They come and they go. They tried to improve on the 


COES, but the “Old reliable” still maintains its “Bat- 


U/ Pp on ting average.” It hasn’t “Struck out” yet. 


For extra heavy duty the Steel-Handle still leads them 


] all. Sizes: 6” to 21”. 
{—- Keep stocked through your Jobber. 


COES WRENCH COMPANY 


“In business since 1841”’ 





ag at ) Worcester Mass. 
ou grow 
talog Buyers SELLING AGENTS 
a ~talog J. C. McCarty & Co........ 29 Murray Street, New York 
John H. Graham & Co........ 113 Chambers St., New York 
Fenwick Freres.............. 8 Rue de Rocroy, Paris, France 











Perfeer™ 
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The ‘ Tomorrow ”’ Customer 


i 4 “Really don’t expect to buy today. I saw some of that 
i naaving | Screen Cloth you have in your window, so I came in out 
iW SAYLOK | of the rain—been putting it off ’til spring.” 


That’s something like the trend of conversation. He 
should be encouraged! Tell him something about 
“Perfect” and “Nikolite” quality and durability. 

It won’t take long to sell him. He wasn’t quite ready 
to buy, but “Perfect” was too much of a temptation to 
“put off ’til tomorrow” what was just as easy to do today 
-—with the assistance of ‘‘Perfect’’ a sale is made. 


See your Jobber. 


MANUALS UOT 


LUDLOW-SAYLOR WIRE CO. 
ST. LOUIS, MO. 





UIA 


pm 
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Hardware Age Verified List 


OF WHOLESALERS AND RETAILERS 


CONTENTS OF THE SEVENTH EDITION 


Wholesale Hardware Houses in United States, Canada and 
Foreign Countries. 

Retail Hardware Stores in United States, Canada and 
Foreign Countries; also General Stores, Lumber Yards, etc., 
handling hardware. 

Chain Hardware Stores in United States and Canada. 

5c, 10c and 25c Stores carrying hardware in United States 
and Canada. 

Department Stores carrying hardware and housefurnish- 


ings in the United States. 
anufacturers’ Agents in United States, Camada and 


Foreign Countries. 
Automobile Accessories Jobbers. 
Dealers in Mill, Steam, Mine and Machinery Supplies. 
Export Merchants handling hardware and kindred lines. 
Sporting Goods Wholesalers and Retailers. 
— Order Houses handling hardware and housefurnish- 
gs. 
Woodenware and Willow-ware Wholesalers. 
Paint, Oil and Varnish Jobbers. 
Radio and Electrical Goods Jobbers. 
Plumbers and Tinners Supplies Jobbers. 

















> ‘< 99 
Expert glaziers prefer Anchor” Brand Putty Membership Lists of Hardware Associations. 
Knives to all others. The “Handy-Man”’ likes Hardware Age Verified List of Wholesalers and Retailers | 
¢ _.ets tt is indispensable in economic direct-by-mail promotion work 
them al 0. Blades are finest forged steel stiff and also a helpful guide for salesmen’s calls. Every sales 
or elastic. These assortments are rapid sellers. ee ee ae ee eae, “Ee cee 
. issue was published there have been more than 10,000 
Please Order from Your Jobber additions and corrections, and these all appear in the 
Seventh Edition. 
3 LAMSON & Berdwere Whsnsie fod Varta List of gest cate | 
es. we GOODNOW MEG. CO. ‘ — 
Gtalof| Sye9 Shelburne Falls, Mass., U. S. A. $12.00 postpaid 
in | @fa 
New York Office—36 Warren St. ' ' artm 
Boston, 7 Water St. Chicago, 1732 Republic Bldg. Hardware Age Verified List Dep ent 
St. Louis, Victoria Bldg. San Francisco, Wells Fargo Bldg. 239 W. 39th St. New York, N. Y. 


























Get the Children to ADVERTISE Your Store 


Children are great advertisers because they are 
great talkers. 

Sell a child a worthy Toy and every youngster 
in the neighborhood will soon hear where it came 
from and how it “goes” and they’ll all want one 
just like it. 


Besides, 


Toys Pay Good Profits 


And unlike some merchandise, good Toys are salable 
every month in the year. 


Obviously different dealers have different ideas about 
how Toys should be sold. 


HARDWARE AGE is continually presenting such ideas. 
Interesting articles about how Brown or Smith or Jones 
built up a big Toy trade are always welcome in its 
columns and are eagerly read. 


Read Harpware AGE each week and keep posted on 
what others are doing. 








And when one dealer in a small town can And while Toy trade may come to him who watts, 
originate a “scheme” that sells $500 worth of Toys the dealer who goes after it will get it first without 
in a single week it simply shows what can be done waiting. 


when one really tries. 


Hardware Age, 239 West 39th Street, New York City 
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KIMBALL 
LIGHT ELECTRIC 
ELEVATORS 


These Elevators are quickly and easily installed 
in your building. They are easy to operate and 
give as fine a service as elevators costing many 
times as much. 
They are built in several capacities, ranging from 
1,000 to 3,CCO Ibs. 
Kixball makes more light electrics than any other 
one type. hese machines have given satisfaction 
wherever electric elevators are used. 

There is a Kimball Elevator built for every purpose 

KIMBALL, ELEVATOR CO. 


1117-41 Ninth st. Council! Biufts, lowa 
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Kimball Elevators 
A Step Ahead--- 




































REG U.S PAT.OFFIC 
NAD 


‘*"TEGCO” 
Cut Glass 
DOOR KNOBS 


Patented May 18, 1926 


These new hand-cut glass 
door knobs are the aristocrats 
of the line. They look differ- 


ent, they are different, than the usual “just ordi- 
nary” knobs. Yet they cost but little more than 
the common ones. 

Made in 2%”, 2” and 134”: also small knobs 
to match. 


All knobs are mounted in 
solid cast brass shanks and can 
be had with wrought or cast 
brass roses as desired. 

Write for the name of our 
nearest distributor. 


Manufactured exclusively by: 


TECHNICAL GLASS_ CO. 


Incorporated 


2050 E. 48th St., Los Angeles, Calif. 
and 114 Church St., New York, N. Y. 
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72% Greater Holding 
Power Than Wire Nails. 
Won’t Split the Wood. 
Heads Stay on. 

Send for Quotations 


READING IRON 
COMPANY 


Reading, Pa. 
Makers of Cut Floor Nails, Rico Hard 
Floor ‘Nails, Large Head Cut Foundry, 
Headless Out Foundry. Black and Gal- 
vanized Cut Shingle, Cut Clinch and 


Y 
Hinge Nails. 4 


READ 
CUT NAILS 
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300% Gain in Trade 





View of the spacious salesroom of Chas. W. Walmer 
Hardware Co., Wilkinsburg, Pa., which has increased 


sales better than 300% on many lines within a period of 
less than six months. Refer to May 20th and June 3rd 
issues of Electrical Goods for complete story. Heller 
Equipment played an important part. If you are seri- 
ously interested in increasing your sales MAIL COU- 
PON TODAY. Study the Heller plan, then let your 
own judgment tell you what to do. 


W.C. Heller & Co. 


Please tell us how Chas. W. Walmer Hardware Co. increased 
sales 300 per cent. Send interesting literature on your service. 


MONTPELIER, OHIO 
20 Vesey St., New York City 


Name 


Address 


eeeeveeeeeeeeeeeeeeeeeveeeeeeeev eevee eee eevee RBCeeeeeeee eee 
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WRADE Bemis & Call Wrenches offer more than 
Repeat Order ° Bc immediate sale possibilities. Their excel- 
lent quality and improvements guarantee 


Q U A L ] T Y ae a eo eee satisfactory business of 


They make good in service and make 
friends with their users. Their “friends” 
are your best assets. 

Handles, Frames and Bolsters are one 
piece, powerfully braced. Screws are made 
of solid high grade steel. Bars forged 
—— open-hearth steel with oval front and 
ack. 


. We will be jlad to send you prices. 


BEMIS & CALL CO. Springfield, Mass., U. S. A. 





HA 








MORN NAA 




















When you buy 
Standard Hard- 
ware Cloth you 
are entitled to 
standard size 














Moe’s Mammoth Hopper 


* 
Our No. 3 Hopper for feeding dry mash. A great favorite with wire, 


poultry raisers and a big seller. Large capacity, holds more than 
a bag of feed, and prevents waste. 
Send for new catalog of ‘‘Moe’s Line’’—a standard, high grade 


a tees eaneniaii G. F. Wright Steel & Wire Co. 
OEFT &,SOMPANY Worcester, Mass. 


2305 Davis St., North Chicago, IIl. 

















Do YOU Want a Good Position? 


Right now you may be looking for a good position as Manager, Assistant, 
or Salesman with some responsible Hardware company. 

And right now some one may be looking for you. 

The best meeting place is in the Classified Opportunities Section of Hard- 


ware Age. 

Fifty words at a cost of a dollar and a half will put you on the right road, 
in the right paper, for the right position, with the right Hardware concern. 
Send your ad to 

Classified Opportunities Dept. | 
HARDWARE AGE, 239 W. 39th St., New York 
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Ball Bearing Clothes Wringers 


Bicycle Guarantee 


Quick Turnover! Anchor vy Brand! 
3 Year ................. W arranty 5 Year 


Send for Price List 


LOVELL MANUFACTURING CO. ERIE, PA. 


Largest Manufacturers of Clothes Wringers in the World 
Boston, 52 Pearl St. Chicago, 52 E, Lake St. New York, 86 Warren St 






























Whenever You Sell 
GARDEN HOSE 


Protect your customers by using and 
selling Sherman Wrought Brass Hose 
Fittings. Standard for over 20 years. 
They give everlasting service. 

Take the Sherman Diamond Hose 
Nozzle for example. This nozzle throws 
more water farther than any other. It 
gives a straight stream or a perfect 
spray and shuts off tight. It never 
drizzles or leaks. 


The user is insured against wet feet. 


Made in 34” siz 
Diamond Nozzle The dnl sie 


SHERMAN 


on hose nozzles and hose 
clamps is your guarantee of 
a solid wrought brass coup- 
ling that is rust-proof clear 
through and everlasting. 

Remember we use heavy 
wrought brass only. A screw- 
driver is the only tool needed 
to apply. These hose clamps 
can be used over and over 
again. Every size for every 
type of hose. 

Your Jobber can supply 
you. If not—write us. We 





FORSTNER 


Labor Saving 


AUGER BIT 












Bores Any Arc 


| Many 
of a Circle 


New Uses 


The Forstner Auger Bit, un- 
like other bits, is guided by its 
circular rim instead of its center, 
consequently it will bore any arc of 
a circle, and can be guided in any 
direction regardless of grain or knots, 
leaving a true lished surface. Takes 
the place of a chisel, gouge, scroll-saw, or 
lathe tool combined. or core boxes, fine 
and delicate patterns, veneers, screen work. 
> scalloping, fancy scroll twist columns. newels, 
ribbon molding and mortising. 

























Send for Catalogue. 





The PROGRESSIVE MFG. CO. | |) tent" Hor co 
TORRINGTON, CONN. H. B. SHERMAN MFG. CO. a bovine Clamp 
Battle Creek Mich. atented) 














E. A. BERG MANUFACTURING CO., Ltd. 
ESKILSTUNA, SWEDEN 


SHARK BRAND CHISELS 







Mark 





Made of Swedish tool steel—the very best and noted for their durability 

Service and satisfaction to the user govern the manufacture of Swedish tools. SHARK 
BRAND CHISELS are guaranteed perfect. Made of the best Swedish Tool Steel and crafts- 
men and lovers of good tools all over the world appreciate quality. 

Hold the good will of your customers by selling them tools that will give this service and 
satisfaction. 

We carry a full line of Swedish made tools and hardware. 

Order from your jobber today, or write. 


SCANDINAVIAN-WESTERN IMPORTING COMPANY 


116 Broad St., N. Y. 509 E. Hennepin Ave. 304 Railway Exchange Bldg. Coristine Bldg. 
Minneapolis, Minn. Seattle, Wash. Montreal, Can. 
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MILBRADT 
LADDERS 


Will pay for themselves in a 
short time by enabling you 
to wait on more trade, save 
the wear and tear on your 
fixtures and goods, as well 
as bring the appearance of 
your store up to date. 


Write for catalogue show- 
ing a large number of styles 
suitable for all kinds of 
shelving. 


Milbradt Mfg. Co. 
2411 N. 10th St. 
St. Louis, Mo. 





STANDARD SINCE 1865 


For 58 years Priest’s Clippers 
have given universal satisfac- 
tion. None sell so readily to 
Barbers and Horsemen. We 
make both kinds. 


American Shearer Mfg.Company 
Nashua, N. H. 











Fly Screen Cloth 


Quality created the de- 
mand—the same quality 
keeps up the demand. 


Write for Prices 





Bronze 
and Copper Spargo Wire Co., Rome, N. Y. 


























Confidence in Sfampin, Brand 


5 | Tungsten Lamps is shown by 20,000 re- 
0. Viampe tailers and 500 jobbers who sell them. 
SS Consolidated Electric 
Lamp Co. 
DanVers, Mass. 


‘‘Licensed under the General Electric 
Company’s Incandescent Lamp Patents.’’ 








ELEVATORS 
DUMBWAITERS 


Write for Our Catalog 


ENERGY ELEVATOR CO. 
211 New Street, Philadelphia 


@ 











QO. Lindemann & Co. 
Manufacturers of 
BIRD ona peer 
CAGES Established 1863 


35-37 Wooster Street, New York 





American Can Company 


NEW YORK 












CHICAGO SAN FRANCISCO 

Lithographed 

metal displays 
and signs. 


Cans for all 
purposes. 

















Get an “‘Edge’”’ on Sales! 


Dealers are doing it with the Dazey 
“Sharpit.”” It puts a keen edge on any- 
thinge—knives, scissors, sichles, tools. A 
quick and ready seller—and a _ profit 
producer. 







DAZEY CHURN & 
MFG. CO. 
4301 Warne Ave. 
St. Louis, Mo. 








Get Your Seed Department Ready 


Now is the time to start making friends 
with attractive display cartons of Landreth’s 
Garden and Flower Seeds. Make up a list 
and let us quote you on our tested seeds and 
Mixed Lawn Grass. Be sure of your stock. 


enwens [. Landreth Seed Co., Bristol, Pa. 














AXES and SCYTHES 


Scythes since 1812, Axes since 1800 


RIXFORD MFG. CO. 


East Highgate, Vt. 








“dhe Fragrance of Flowers— Not the Odor of Otis.” 





Bouquet-Brownson Co.ine. Of. “Paul, Winn. 













Success Lies 


Knowing How 
Read“ 
HARDWARE AGE 


It Tells You 
the How” of Successful 
Hardware Merchandising 


*Study and ab- 
sorb the contents. 
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Do You Realize How 
Good the No. 22 Fire 
Pot Is? 


If you had the knowledge ac- 
quired by our 38 years experi- 
ence and were directed to make 
the BEST COIL FIRE POT 
ever built regardless of cost, the 
result would be the No. 22 Fire 
Pot. Try it—you will be pleased. 


Jobbers supply at factory price. 






ALLEN Safety Set Screws 


30% Extra Strength over broached hollow screws 
—the only other kind made. By a patented 
process we increase the density of the steel 
around the socket-holes, so that even the smaller 
sizes will stand all the strain the best made 
wrench can apply. The Allen process makes 
deep, perfectly-formed socket-holes—no chips in 
the bottom. The entire length of the ALLEN is 
utilized either for solid metal at the point, or depth of socket 
for the wrench. All sizes in stock from 4% to 1% in.; any 
length, point or thread. Also Socket-Head Cap Screws, Tap 
Extensions and Socket Wrench Sets. Dealers: Write for 
catalogue and sales proposition. 


The ALLEN MFG. CO. tisetrord Conn: 


Clayton & Lambert 
Mfg. Co. 


6275 Beaubien St., DETROIT, MICH. 





No. 22 Fire Pot 
Ask for Latest Price 





















“G” Display 


Assortment 


American Steel & Wire 


Moore 


WIRE 


BARBED: Ellwood Glidden, 


Chicago, New York, Boston 
Denver, Birmingham, Dallas 
U. §&. Steel Products Co. 


San Francisco, Los Angeles, 
Portland, Seattle 


Am. Glidden, Am. Special, 


\ 2 
\ we mae 






Push-Pins 
(Glass Heads - Steel Points) 
24 pkts. each No.1 & No.2 
48 -10c pkts. Dealers $3.20 
Nationally Advertised far 26 Years 
Used in Homes Everywhere 








Send for illustrated folder 
and Price List of every 
kind of Thumbtack. 


Moore Push-Pin Co. 
(Wayne Junction) 

Philadelphia, Pa. 
FREE U. S. Silk 
Fag on a glass staff, 
when requested with 
Price List. 








Waukegan, Baker Perfect, Ellwood Junior, Lyman. 
NAILS, SPIKES, STAPLES, TACKS, Hot Galv’d Nails. 
ZINC INSULATED FENCES: 

National, U. S., Monitor, Prairie, Banner. 
BANNER STEEL POSTS. 

CONCRETE REINFORCEMENT. 
BALE TIES: Old reliable brands. 
TELEPHONE WIRE. 

WIRE for every purpose. 


Quick Delivery. Write us for selling plans. 


a ae 


American, Royal, Anthony, 
Steel Gates. 






























of [ADDERS 


MODERNIZE 

STORE METHODS 

To provide adequate storage f 

shelf + to make it accessib 
venient for clerks and stock men to handle with 
absolute safety—to insure quick service for whole 
sale or retail trade — install one or more 
MYERS NOISELESS CUSHION TIRE LADDERS. 


DIAM ON D“E” | 





























































All-Metal Frame 


CLOTH WINDOW VENTILATOR 


This nationally advertised window ventilator is 
in big demand, because it safeguards 
health and protects curtains and 
furniture. 8 popular sizes. 
Retail at 60c to 
$1.10 















BUY 
FROM 
YOUR JOBBER 








Are You Selling Your Share of Toys? 


When a dealer can sell more than $500.00 worth of Electrical Toys ina year and 
$9,500.00 worth of other toys, it demonstrates that there’s real money in the toy 
business. 

The story of this dealer’s success is typical of the practical help which HARDWARE 
AGE is giving its readers. . 
A regular reading of the editorial and advertising pages of HARDWARE AGE will 
give you a background of selling knowledge which will contribute substantially 
to increasing your profits. 


Hardware Age, 239 West 39th Street, New York City 
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WANTED REPRESENTATIVES 
TO 





TH€ STEWART IRON WORKS CO. 


NCORPORATED 


225 STEWART BLOCK CINCINNATI. OHIO 


Robertson “Horseshoe Magnet” Hammers 


Permanent magnet which holds 
the tack in position for driv- ae 
ing. Awarded the Silver Medal . 
(the highest offered) at the Poname-Haatlle Rx position 
Good profit. 

Name and design trade marks registered U. 8. Pat. Off. 


ARTHUR R. ROBERTSON 94 Portland St., Boston, Mass. 




















BARROWS 





ins 






yaa 
C Catalog 
STERLING MILWAUKEE 
WHEELBARROW CO. WISCONSIN 








DROP FORGED 
WRENCHES 


Vesigned and proportioned to give stiff 

ness and tensile strength. Made accurately 
and uniform in machining and finish. Send for 
Catalog B-23. 


ARMSTRONG BROS. TOOL CO. 
314 N. Francisco Ave., Chicago, Ill., U. S. A. 

















“IT Make the best Hammer” 
D. Maydole, 1843 


The popularity of Maydole Hammers among Carpenters, 
Machinists and Mechanics attests the fact that we've 
maintained the standard set by the founder of this 
business over 80 years ago. 








THE DAVID MAYDOLE HAMMER CO. 
Norwich New York 








Send for our new Catalog of 


Granite Cutting Tools 
Trow & Holden Co., Barre, Vt. 











HACK “T FE NOX” saws 
ony CAD onic 


OISTINCTION 
“The Toots in Lhe Puaid Bor” 
AMERICAN SAW & MFG. CO. SPRINGFIELD, MASS. 


HACK SAWS - BAND SAWS = SCREW ORIVERS - GLASS CUTTERS 


CRAYONS 


For Every Purpose 
STANDARD CRAYON MFG. CO. 


UNIFORMITY 














Welding Compound is best by every 
test. Makes welding of any steel as 
easy as Iron. Stock it and increase 
your sales. 


Made only by 


ANTI-BORAX COMPOUND Co. 
Fort Wayne, Ind. 





@AT. MAY 27, 1908 








Ask your jobber for 


CALDWELL SASH BALANCES 


Thirty-five years of service is assurance 
of quality 


CALDWELL MFG. CO. 
52 Industrial St. Rochester, N. Y. 














MP ee i Dae Ma ni sat 
Sagres . : oe ae “ft! a 
ee Pro Ap o 


INVISIBLE HINGES 


Styles for~every use of houseowners, car 
penters, inet makers, etc. — in de- 
sign, easily installed and long lasti 

See Sweet's Catalogue (pages 1678-9) 


> i 3g ; Soss Manufacturing Co., Inc. 
pain. 1 € q 68 776 Bergen St., ; 
| BROOKLYN, N.Y. Zo 




















Makers of Every Kind 
of Screw, Nut and Bolt 


The Corbin Screw Corporation 
The American Hardware Corporation, Successor 
229 High Street New Britain, Conn. 


Western Factory: Dayton, Ohio 




















DanVers, Mass. 
Plain or poem in 


STRATTO r— 
HANDLES 


For Small Tools, Utensils, Electrical Goods, Ei 
Enameling, both baked and atr dried. 


STRATTON MFG. CO. Stratton, Maine 








Better MachineScrews 
for the Hardware Trade 


HARVEY HUBBELL, INC. 





Bridgeport, Conn. 








J. L. THOMPSON MEG. CO. 
Waltham, Mass. 


Tubular and Bifurcated 


RIVETS 


















& BROWN @ SHARPE 
r suelo) 
AY Eve (cme ole 

They Give Complete Satisfaction 


TRADE MARK Catalog on request 
BROWN & SHARPE MFG. CO. Providence, R.J., U.S. A. 
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Classified Opportunities 





Classified Advertising Rates 


Opportunity Exchange Section yg 


Use the “Classified Opportunities Section” to reach Hardware Manufacturers, 
Manufacturers’ Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen. 
BOXED DISPLAY RATES 


Positions Wanted Advertisements 
50% off the above rates 





Address your advertisements and replies to 





Set Solid, Minimum of 5 lines... .$3.00 
Each additional line........... .60 
All Capitals, Minimum of 5 lines.. 4.00 
Each additional one line....... .80 
Average 10 words to a line 
5 Allow One Line for Keyed Address 








Discounts for Classified Advertising 


4 insertions, 10% off; 8 insertions, 15% 
off Hargpwaks AGpe is published each Thursday 


Remittance Must Accompany Order 


Hardware Age, Classified Opper- 
tunities, 239 West 39th St., New 
York City 








Forms close Ten Daya — to date of 
publication 











BUSINESS OPPORTUNITIES 





FOR SALE—I DESIRE TO SELL my fine hardware store and stock 
located in the suburbs of Youngstown, Ohio. Brick building, two stories 
and basement, 20 x 70 feet. Frame warehouse, 30 x 40 feet, two stories. 
Stock, mew and well balanced; fine fixtures; on electric freight line; 
near jobbers. Anyone interested in a good hardware opportunity can have 
full particulars by writing or calling MASON JACOBS, Haselton 
Station, Youngstown, Ohio. 





AN ESTABLISHED WHOLESALE mine and mill supply house located 
in a Southern State would entertain from an experienced hardware man 
capable of buying and taking charge of sales to add a line of hardware 
on a profit sharing basis. Must be in position to invest $20,000 to 
$25,000. For full particulars or interview write, giving age, experience 
and references. Box H-253, care of HARDWARE AGE, New York. 





FOR SALE—HARDWARE BUSINESS in one of the best cities of 
25,000 in Northern Ohio. Stock reduced to $3,000. Store room 18 x 65. 
Rent $80.00 month, heated. Rent includes use of $3.500.00 of Duluth 
ae. Ra good buy. Address Box H-241, care of HaArpwaAre AGE, 

ew York. 





Ps 


WILL BUY OR MANAGE worthwhile hardware store or agency in the 
New York Metropolitan District. Have recently sold my interest in a 
large store after 35 years of active and successful participation as execu- 
tive partner. Can finance $100,000 proposition. State your proposition. 
Address Box H-230, care of HARDWARE AGE, New York. 





FOR SALE—GOOD HARDWARE, FURNITURE and sporting goods 
business making nearly four turnovers and located in a fast growing town 
+ the gd west coast of Florida. Address CARL HOLMER, Box 256, 

iami, Fla. 


WILL SELL OR TRADE my fine hardware and housefurnishing 
store on South Side in Chicago. Stock and fixtures will inventory about 
$18,000. Doing good business. $10,000 cash will handle this proposition. 
Address Box H-237, care of HArpwaAre AGE, New York. 








Blacksmith shop 
Also residence and 
$10,000.00 


ON ACCOUNT OF SICKNESS I have to sell out. 
with tools, hardware and implement store with goods. 
10 lots. Handling four best lines. Good business and location. 
will handle, part cash. Anton Kalwoda, Wheatland, Okla. 





HELP WANTED 


POSITIONS WANTED 


HARDWARE MAN, 40 YEARS OLD, with 20 years of experience in 
all branches of retailing and jobbing, also buyer and manager for the 
past 10 years, wants to connect with a reputable and progressive concern 
in order to become more successful. Best of references but results are 
what count. Address Box H-245, care of HARDWARE AGE, New York. 








SALES ACCOUNTS WANTED 


SALES ACCOUNTS WANTED. An experienced and successful hard- 
ware salesman, who was salesman for sixteen years for one of the largest 
jobbers in the United States, traveling South Texas, would like a few 
high grade lines on commission basis for that territory. Details of sales 
qepenetes gladly furnished. F. L. Wilkins, 1205 Hillside Ave., Austin, 

exas. : 


SALESMAN OF EXPERIENCE WITH ESTABLISHED business in 
Minneapolis, St. Paul and Duluth selling jobbers and large buyers, wants 
one or two strong lines on commission. Any manufacturer wanting reliable 
and efficient representation and good results at minimum cost, we shall 
be pleased to hear fron. Hardware or kindred lines preferred. Address 
Box H-252, care of HARDWARE AGE, New York. 


AN AGGRESSIVE AND WELL ORGANIZED firm wants another 
line for the New York and New Jersey territory on a commission basis. 
A specialty, or product sold to the building trade is preferred, though we 
will consider anything having sales possibilities. Send full particulars to 
Box H-251, care of HARDWARE AGE, New York. 


YOUNG MAN, 25 YEARS, with 10 years’ experience in the wholesale 
hardware game, both as salesman and inside man, desires to represent a 
first class manufacturer in the city of St. Louis, Mo., Eastern Missouri 
and Southern Illinois. Address Box H-254, care of HARDWARE AGE, 
New York. 


MANUFACTURERS’ AGENT covering Eastern Pennsylvania, North. 
ern New Jersey, Delaware, Maryland and District of Columbia can handle 
another good line to wholesale and large hardware and mill supply trade. 
Good following. Address Box H-144, care of Harpware Ace, New York 




















SALES REPRESENTATIVES WANTED 








SALESMAN FOR NEW YORK, New Jersey, Pennsylvania, Delaware, 
Maryland, District of Columbia and Virginia, excepting Metropolitan 
New York, Jersey suburbs, Trenton, Philadelphia and Pittsburgh, calling 
on department, housefurnishing and hardware trades, to sell bird cages on 
commission from catalog, for manufacturers established 1863. O. LINDE- 
MANN & CO., 35-37 Wooster St., New York. 





ENAMELWARE AND ALUMINUM SALESMEN wanted to sell high 
grade lines direct to dealers. Good commission, also full commission on 
repeat orders. Give experience and territory fully in first letter. Address 
Box G-852, care of Harpwarg Acz, New York. 





WANTED—EXECUTIVE MANAGER. Retail and wholesale hard- 


30 to 45 years of age, with experience, and ability to manage. Old 





ware. 
established firm. Must be able to invest in stock of corporation. Location 
Illinois. State experience, age, reference and salary expected. Address 
Box H-249, care of HARDWARE AGE, New York. 

EXPERIENCED CUTLERY MAN ABLE TO TAKE charge of 


retail cutlery department, recently established in Boston hardware store. 
State nationality, age, experience and salary. Must have best of references. 
Address Box H-238. care of HAarpware AGE, New York. 





POSITIONS WANTED 


IS THERE AN ORGANIZATION THAT NEEDS a real salesman, 
and has the confidence and courage to reach out and tike on a young 
man of proven selling ability, now employed ‘se'ling polishes, and who 
knows the New England hardware trade thoronghly but wishes better 
opportunities? Best of references. Address Box H-255, care of HARDWARE 
Ace, 425 Park Square@Bldg., Boston, Mass. r. 














FACTORY REPRESENTATIVE WANTED 


Fast selling builders commodities, sell on sight to wholesale and retail 
dealers. Demonstrating samples furnished to each new customer. 
Constant repeat orders. ‘Territory in middle and eastern states open. 
Write for proposition. 


CORDREY MFG. CO. Chula Vista, Calif. 











SALESMEN CALLING ON HARDWARE TRADE to handle Manila 
and Sisal Rope and Twines direct from importing manufacturer’s stock in 
New York. Satisfactory commission paid promptly on accepted orders. 
Only desire men who have standing with their trade. Write, giving 
references, territory covered, and how often. Address Box H-250, care 
of HarpwarRE AGE, New York. 


MANUFACTURER OF A HIGH GRADE PRODUCT, replacing the 
old dirty air box for inflating tires, offers exceptional opportunity to 
salesmen acquainted with oil, tire and garage trade. Side line or full 
Fine selling outfit for the salesmen, tacked by strong advertising 








time. 
campaign. Give experience and all details. THE AIR SCALE CO., 
Toledo, Ohio. 





WANTED—Salesman calling regularly on mill and machinery supply 
dealers and jobbers to sell high grade line of grinding wheels as side line. 
Attractive proposition; fast turnover. Samples weigh one pound. GOOD. 
RICH GRINDING WHEEL CO., 1500 West Madison St., Chicago. 


SALESMAN WANTED—To selb high grade line of mechanics’ tool 
chests to hardware trade en commission basis. Some choice territory open. 
No obiection to non-conflicting lines. The A. FISS COMPANY, 3939 
Olive St., St. Louis, Mo. : ; 








zi 


HARDWARE AGE September 30, 1926 


INDEX TO ADVERTISERS 


THE ADVERTIFERS INDEX is published as a convenience and net as & part of the advertising contract. Every care will be taken to index eorrectly. 
No allowance will be made for errers or failure to insert. 





A H Plymouth Cordage Co 
Progressive Manufacturing Company 


Hanover Wire Cloth Co Pyrene Mfg. Co 


Hart Co., John M 
Heller & Co., W. C 
American Hoeft & Co 
American Chain Co 
American Saw & Mfg. Co 


American Screw Co Reading Iron Co 


American Shearer Mfg. Remington Arms Company, Inc 

Steel & Wire Co Richards-Wilcox Manufacturing Company 55 
Rixford Manufacturing Company 

Armstrong Bros. Tool Co Independent Lock Co Rixson Ce., Oscar C 

Atkins & Co., E. C Robertson, Arthur R 


American 
Anti-Borax Compound Co 


Jennings Mfg. Co., Russell 
Badger Rubber Wks Johnson Arms & Cycle Wks., Iver 


Beh & Co., Inc 
Bemis & Call Co 
Bouquet-Brownson Co. 
Brookins Mfg. 

Brown & Sharpe Mfg. 
Burgess Battery Co 


Samson Cordage Works 
Sherman Mfg. Company, H. B 
Soss Mfg. Co 

Spargo Wire Co 

Standard Crayon Mfg. Company 
Kimball Bros. Stanley Works 

Sterling Wheelbarrow Co 
Stewart Iron Works Company 


Stratton Manufacturing Company 


Lamson & Goodnow Mfg. 
Landreth Seed Co., D 
Lindemann & Co., O 


Lovell . 
Clayton & Lambert Mfg. Co a i Oe Technical Glass Co., 


Coes Wrench Co Thomson Mfg. Company, Judson L 
Consolidated Electric Lamp Co Timken Roller Bearing Co 


Caldwell Mfg. Co 
Chain Products Co 
Challenge Refrigerator Co 


Continental Wood Screw Co Trow & Holden Company 
Corbin Screw Corp M Tubular Rivet & Stud Co 
Cyclone Fence Co Turner, Day & Woolworth Handle Co.... 


McKinney Manufacturing Company 
Maydole Hammer Co., David 
Milbradt Manufacturing Company 
Moore Push Pin Company U 


Dazey Churn & Mfg. Myers & Brother Company, F. E 


Dietz Co., R. E United States Gutta Percha Paint Co..... 


Disston & Sons, Inc., Henry 
N 


National Manufacturing Company 


Energy Elevator Co 


O 


Favorite Stove & Range Co 


* 


Western Importing Co 

P Wheeling Steel Corp 

Whitney Co., Vincent 

Peck, Stow & Wilcox Company Wickwire Bros. 

Griffin Mfg. Co Pittsburgh Steel Co Wright Steel & Wire Company, G. F..... 
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